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NEW YEAR 
A is upon us 
with its us- 
ual promise 
of better 
days ahead. Expressions 
of confidence today, how- 
ever, are more convincing 
than one, two or even 
three years ago. With in- 
creased hope, therefore, 
we promise twelve bigger 
and better issues of The 
Feed Bag — leadership 
in our common battle to 
restore prosperity to the 
feed industry in 1934. 
D. K. S. 
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FOUND! 
Better Cod Liver Oil 


| POUNDS OF FEED REQUIRED TO PRODUCE 
A POUND OF WEIGHT 


OIL 
B 


This chart illustrates that poultrymen save money with feeds 
containing CLO-TRATE. Note that it required 3.58 pounds 
of feed to produce a pound of live weight with CLO-TRATE, 
3.80 pounds with oil B and 4.11 pounds with oil C. The use of 
CLO-TRATE makes the entire ration more effective thereby re- 
ducing feed costs. 


RATE OF GROWTH AFTER 8 WEEKS OF AGE 
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Same feed. same care .... Yet the birds receiving CLO-TRATE 
averaged 4.4 ounces more than those fed oil B and 6.5 ounces 
more than those fed oil C. Multiply these differences in weight 
by the size of the average flock and it is easy to see the extra 
value your customers obtain with CLO-TRATE in your 
feeds. 


There has never been a time... in our entire 30 years of business 
history ... when we have ever ignored the opportunity to sell a bet- 
ter product. Neither friendship nor sentiment... or any other reason 
... has ever influenced our judgment. Our first duty is and always 
has been to the industry we serve... to our customers who trust 
us and rely on our judgment. But when we make achange... IT 
HAS TO BE AN IMPROVEMENT. We have just made such a 
change... because we have found a BETTER cod liver oil. That 
product is... 


As a Companion Product in the Form of Straight Cod Liver Oil Guaranteed 
by the Manufacturers of CLO-TRATE, We Offer... 


ARCTIC Cod Liver Oil is an excellent 
straight cod liver oil priced right for retail 
dealers. CLO-TRATE is the ideal concen- 
trated Cod Liver Oil for batch mixers who 
recognize both quality and economy. 

We carry a complete stock of the 


ARCTIC brand as well as CLO-TRATE at 
all times, assuring you prompt delivery on 
receipt of your order. Send for our price list 
and complete information on these two high 
grade oils and let us help you solve your 
mixing problems. 


FEEDS THAT Di 


LARRO RESEARCH FARM? 


ARRO Research Farm is the “proving ground”? for all Larro feeds. It is the leading 
privately-owned institution of its kind in the country. It has two principal jobs 
—first, to make sure that Larro Feeds yield the feeder the greatest possible profit— 
and second, to carry on experiments of all kinds for the purpose of making these feeds 
still better if possible. Sample lots of all Larro products are regularly fed and the 
results closely watched. In addition, scores of other tests requiring months and 
years are constantly carried on. Facts are sorted out from theories to protect Larro 
feeders from the many fads and fancies that are constantly springing up. And all 
work is done under practical, everyday conditions, just like those on any American 
farm. The result is that Larro Research Farm is recognized, the country over, as a 
source of reliable information on all phases of poultry and animal nutrition. 


Write today for information about the Larro franchise. You'll 
make more money if you sell Larro Dairy Feed, Poultry Feeds, 
Calf Meal and Pork-Maker. 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The g advertisers for advertisements in this 

ublication are accep’ only from firms of known 
coneiel responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
an machinery—don't forget to boost The Feed Bag. 
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R 
E Minimum Protein 15%, Fat 5%, Fiber 
N 


SCREENING 


Uniform FINE GROUND GRAIN 
SCREENINGS. Protein 13.5% to 14.5%. 


FINE GROUND GRAIN SCREENINGS 
Mixed with 20% Pure Cane Molasses. 
Protein 13%. 


FEEDING OAT MEAL, Fine Ground 


3.9%. 


All of the above items are packed 
in 100 lb. burlap. 


GRAIN SCREENINGS, BULK. Test 
Weight 26 Ibs. to 30 Ibs. 


FINE SEED SCREENINGS, BULK. Test 
Weight 38 Ibs. to 45 Ibs. 


A Screenings base Dairy Ration will supply 
your trade with a quality Feed for Milk Pro- 
duction at a Lower Price than any other 
ingredient. 


N Samples mailed and prices quoted 


on request. 


(| WHITE GRAIN COMPANY 


DULUTH, MINN. 
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$2.00 per DOZEN 


would be a high price 
for eggs but is little 
to pay for 12 issues 


of The Feed Bag.... 


a full year’s service 


Wide-awake feed men read this magazine 
for better merchandising ideas, dollar mak- 
ing and dollar saving suggestions, latest de- 
velopments in feeding science and all im- 
portant news ofthe trade. Order your dozen 
today by writing The Feed Bag, 210 East 
Michigan street, Milwaukee, Wisconsin. 


43% Protein 


DIAMOND 


CORN 


GLUTEN MEAL 


for your mash formulas in 1934 


If your registered poultry rations do not 
already contain Diamond, they should be 
changed accordingly before re-registering 
for another year. 


Used to replace part of the animal feeds, 
Diamond will lower the ingredient costs of 
your starting, growing and laying mashes, 
make them richer in Vitamin ‘‘A”’ and in- 
crease their egg-producing and growth- 
producing ability. 


Leading Experiment Stations of the East 
and Middle West have, within the last two 
years, proven conclusively Diamond’s Vita- 
min ‘‘A’”’ potency and all-round merit as 
an ingredient for poultry rations. 


More than 300 poultry feed mixers are 
now including Diamond in their mashes 
with excellent results. 


If you want us to show you just how Dia- 


mond should be incorporated into your 
own poultry rations, write 


RATION SERVICE DEP’T. 


CORN PRODUCTS SALES CO. 


17 Battery Place, N. Y. City 


GENERAL OFFICES-NEW YORK 
ANALY Sig: 


DIAMOND 


CORN 


GLUTEN MEAL 
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GOAN PRODUCTS REFINING 
EAMBOHYDRATES Min, 420% 
GLUTEN MEALS 


New Year in 1934 


but 


We Not Only Wish You 


Happy and Prosperous 


WE PREDICT for you 
A YEAR in which 


than that month in '33. 


Happy New Year. 


So here’s 2057-8 predicting! 


ARCADY FARMS 
MILLING COMPANY 


223 West Jackson Blvd. 
CHICAGO, ILLINOIS 


EACH MONTH will be better 


If true, that surely will make a Real 
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MILWAUKEE, WISCONSIN 


Y 


DAVID K. STEENBERGH, Managing Editor 


Volume Ten 


January, 1934 


Number One 


Make and Follow These Resolutions 
For Better New Year 


Workers Not Shirkers Will Profit Most 


has been welcomed with greater 

confidence and prospects of in- 

creased business than 1934. There 
is every indication that the worst part 
of the rough and rocky road has been 
traversed and a straightway for real pro- 
gress lies ahead. 

Confidence and new hope, although 
they are excellent fundamentals for the 
spirit of the times, are not sufficient for 
reaping the greatest benefits from im- 
proved conditions. The need for well- 
planned merchandising, good business 
management and hard work for those 
who wish to make the most of their 
business during the New Year are just 
as necessary as ever before. 

As 1934 goes into action it is a good 
plan for every dealer to adopt some 
fundamental business resolutions and 
follow them religiously. 


Clean Up Old Accounts 

One of the first and most important 
‘of these is to clean up old accounts 
on the books. Ready capital is the 
life blood of business. Uncollected book 
accounts are like a milistone hanging 
about a dealer’s neck and unless they 
are eased or wiped away entirely pro- 
gress will be slow and tedious. 

One or two weeks should be set aside, 
if necessary, for calling upon delinquent 
customers. If payment cannot be ob- 
tained at once a plan should be worked 
out with the debtor whereby the ac- 
count can be cieaned up during the 
course of the year. By no means should 
unpaid bills be permitted to drag on 
for another season without. at least some 
reduction. 

An inventory of stock on hand should 
be taken. This will give the dealer an 
excellent idea of the position in which 
he stands to begin the New Year. An 
inventory should also reveal the pro- 
ducts which have remained stagnant on 
the shelves during the past year. Then. 
some means should be adopted, say a 
special sale, to move this stock and turn 
it into cash which can be used for other 
products on which there is a good turn- 
over. 


Pies ees no year in our history 


Dress Up Your Store 
Closely on the heels of the inventory 
should follow a general “brushing up” 
and improvement of the interior of the 
store. Away with untidy disheveled 
heaps of feed piled away in dusty cor- 


By Emil J. Blacky 


ners. Down with the cobwebs in the 
window and the jumbled array of items 
on the counter. 

The efforts of the staff for one day 
can work wonders in any feed store. It 
does not take much time to set aside 
one section of the store for poultry 
feeds, another for dairy rations, etc. and 
then to pile the sacks in neat rows with 
the brand name on the sacks in full 
view of those entering the store. An- 
other section of the interior can be set 
aside for poultry remedies and other 
specialty items. This department should 
cry out sales appeal in itself and should 
be made to pay like any other end of 
the business. 

Attention should also be given to the 
windows. From the outside the deal- 
ers store should be a virtual magnet. 
pulling those who pass by inside. Good 
windows changed frequently to feature 
seasonal and special offers will do this. 
A lighting system that will show up 
the displays at night might also be a 
good investment depending upon the 
location of the ‘store and the type of 
trade which patronizes it. 

Plan Selling Program 

After the interior of the store has 
been transformed from a mass. of 
jumbled merchandise to one that creates 
in the customer the desire to buy, at- 
tention should be given to reaching out 
into the territory for business. This 
requires a well-planned merchandising 


GEORGE HENRY, who has been 
connected with the mixed feed depart- 
ment of the Washburn Crosby Co., Inc. 
Minneapolis, has been transferred to the 
flour sales department of the company. 


MARTIN C. SCHULTZ, well-known 
in the mixed feed industry, has been 
appointed general manager of the Ur- 
bana Mills Co., Urbana, Ohio. 


HAY, GRAIN MEETING 

The mid-winter meeting of the New 
York State Hay & Grain Dealers asso- 
ciation will be held at the Onondaga 
hotel, Syracuse, N. Y., January 26. A 
round table discussion on current trade 
problems and the codes affecting hay 
and grain dealers will be the feature of 
the program. 
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program. 

The checking of the past year’s 
records will reveal whether the store 
has been weaker in dairy than in poul- 
try feed sales or vice versa. Perhaps 
the specialty department has shown a 
disheartening loss. The beginning of the 
new year is a good time to resolve to 
build up the weak departments. This 
can usually be done by concentrating on 
them. Personal calls may be required 
or there may be a need for more in- 
tensive advertising or changing to a dif- 
ferent brand of merchandise. Whatever 
is necessary should be done. It is sur- 
prising how many dealers build up weak 
spots in their business by really devot- 
ing attention to them. 


Check Mailing List 

One of the dealer’s biggest assets is 
a good mailing list. A resolution to 
improve it and make it up-to-date will 
pay big dividends. Careful scrutiny of 
a list will reveal many worthless names 
that have been costing money without 
prospects of any returns. Included in 
these are farmers with bad credit, ten- 
ants who have moved into another com- 
munity and others who have abandoned 
their poultry flocks or dairy herds and 
have gone into orcharding or other ven- 
tures. A careful check will also show 
that many good prospects in the ter- 
ritory were never included on the list. 

If a dealer has not been operating 
with a good accounting system, another 
profitable resolution would be to adopt 
one. A feed store without such a sys- 
tem is like an airplane without con- 
trols. It is difficult to determine in what 
direction business is going. An _ ac- 
counting system will enable a dealer 
to tell at a glance which departments 
of his business are making money and 
which are dragging him down into the 
red. Remedies can be applied before it 
is too late. 

Last but not least, every dealer should 
resolve to broaden his knowledge about 
feeds and feeding. Subscribing to a good 
trade magazine, digesting literature is- 
sued by agricultural colleges and feed 
manufacturers and the selection of good 
books are great aids in this direction. 

A new and better new year has 
dawned, and how much the dealer gains 
from it will depend largely upon the 
resolutions he makes and how well he 
carries them out. 
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HENRY TRUE DIES 


Henry W. True, vice president and a 
director of the James H. Gray Milling 
Co. and long identified with the feed 
business, died at his home at Cattarau- 
gus, N. Y., December 26, after an ill- 
ness of several weeks. He was 77 years 
old and the father of Lionel True, sec- 
retary and treasurer of the James H. 
Gray Milling Co. and an active mem- 
ber of the Mutual Millers & Feed Deal- 
ers association and the National Federa- 
tion of Feed Associations. Mr. True 
was active in civic as well as business 
affairs, having served on both village 
and school boards. In addition to his 
son, Lionel, he is survived by two 
daughters, Mrs. L. A. Babcock and Mrs. 
M. E. Mattison, both of Cattaraugus. 


Better Built Bags 


BAG FACTORIES « COTTON MILL - BLEACHERY 


Three States Order Labelling 
On Vitamin D Potency 


riers offered for sale in Wiscon- 

sin, Maryland and Minnesota 

must be labeled with a guaranty 
of vitamin D potency were put into ef- 
fect in these states on January 1. 

This action is the outcome of a reso- 
lution passed during the recent annual 
convention of the Association of Amer- 
ican Feed Control Officials. 

The resolution reads “that any ma- 
terial sold primarily as a vitamin D sup- 
plement for poultry shall be labeled with 
a minimum guaranty of antirachitic 


that all vitamin D car- 


bags! 


where it is! 


good service.” 
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TALK Asout sacs! 


(Quoted from Customers’ Letters) 


“We wired you at 10:40 yester- 
day morning to rush 2,000 Mo- 
Biscuit Self-Rising 6-lb. Bags to us 
at Birmingham, and at | 0:00 o'clock 
this morning, we were using these 
If better service than this 
can be had, we surely do not know 
We want to congrat- 
ulate you on the efficient organi- 
zation that you have, and express 


our sincere appreciation for this 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 
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Dr. E. M. Bailey 


Dr. Bailey, chief chemist, 
agricultural experiment station, New Haven 
was elected president of the Association of 
American Feed Control Officials at the or- 
ganization’s recent convention. 


Connecticut 


potency, specifying the minimum per- 
centage level at which calcification is 
produced, according to the tentative 
method of analysis as adopted by the 
Association of Official Agricultural 
Chemists.” 

The three states which have placed 
the new ruling into effect are reported to 
be the only ones in which feed control 
departments are equipped for making 
proper tests. Four weeks’ laboratory 
feeding of chicks is required. Groups 
which are fed the product under test 
are checked against groups receiving a 
known rachitic ration. It is believed 
that other states will adopt the same 
rulings as soon as they avail themselves 
of the proper equipment needed for 
making the tests. 

Firms shipping vitamin D carriers 
into Wisconsin, Maryland and Minne- 
sota are expected to attach labels to the 
containers to conform to the rulings 
and to furnish labels to their distribu- 
tors for attaching to stocks on hand. 

The variations existing in the potency 
of the numerous brands of cod liver oil 
and sardine oil offered on the market 
has occupied the attention of feed con- 
trol officials for some time past. 

W. B. Griem, Wisconsin feed control 
official at Madison, declares that “some 
brands of vitamin D carriers have been 
found to be four times as potent as 
others selling for the same price.” Label- 
ling in accordance with the state ruling, 
he believes, will give the purchaser an 
idea of what he is getting and will pro- 
tect him as well as legitimate manufac- 
turers against gyp tactics. 


WILSON COAL & GRAIN CO., 
Spencer, Ia., has erected an addition 
to its plant which will be used for ware- 
house space and for housing a feed 
grinder. 
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William £. Suits 
1865 1933 


Death, silent and indiscriminate, has removed from our midst a loyal friend. 
William E. Suits, vice president of the Quaker Oats Co. and an outstanding leader 
in the feed industry, passed away quietly as the result of a sudden heart attack at 
his gp 210 Warwick Road, Kenilworth, Ill., Sunday, December 17. He was 64 
years old. 


Funeral services were held December 19 from the Kenilworth Union Church 
where Mr. Suits had been an active worker. A host of deeply grieved friends from 
his neighborhood, his church and his business world were present to pay their last 
respects. 


Mr. Suits was born at Redwood, N. Y., April 29, 1869, and moved to Cedar 
Rapids, Iowa, as a boy. Upon graduation from high school there he worked as a 
newspaper reporter until joining what is now the Quaker Oats Co. organization as 
a salesman in 1891. He served successively at the Cedar Rapids, Chicago and New 
England offices until 1905 when he returned to Chicago as assistant to the manager 
of the flour and feed department. He became manager of this department in 1923 
and vice president of the company in 1925. 


From 1923 to 1933, Mr. Suits served the American Feed Manufacturers asso- 
ciation as chairman of its executive committee except during one year, 1926, when 
he held the office of president. No other person gave as much of himself toward 
the success of this organization and only his close friends knew how greatly his 
strength was taxed through his work in its behalf added to his duties as an official 
of the Quaker Oats Co. 


William E. Suits’ service to the American Feed Manufacturers association was 
in every sense a service to the entire feed industry. His was an unselfish nature and 
his untiring mind always sought to consider all problems as much for the feed 
dealer and the feed consumer as for the feed manufacturer. He initiated the feed 
industry’s work on a code, in response to President Roosevelt’s appeal for help in 
the recovery program, and he had previously done ar’ important job in promoting 
fair trade practices as chairman of the National Feed Merchandising council. 


The death of William E. Suits brings an irreparable loss. He was never too 
busy to hear your story, never too occupied to sympathize with you in your troubles 
and to wish you and help you attain the best in life. He gave of all his energy to 
his business and to each one of many additional responsibilities he shouldered 
throughout his life. He was truly a leader, a public servant—a wonderful friend. 


William E. Suits is dead. But in our hearts and memories he shall always 
be among us. 
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ILLINOIS 

Thomas F. Money, for many years 
engaged in the feed, seed and cual busi- 
ness at Newton, died at his home De- 
cember 8. 

Farmers Feed & Produce Co. and the 
Hopedale Produce Co., both of Hope- 
dale, have consolidated. The combined 
business will be’managed by Art Naff- 
ziger. 

Emmet Biggs has purchased the 
Ridgefarm branch of the Home Ice & 
Feed Co. 

L. W. Morrow, who operated the Joy 
feed mill, Joy, for the past seven years, 
has purchased the Willits elevator, for- 
merly owned by E. M. Willits. The 
plant has been completely overhauled 
and new equipment has been installed. 

F. J. Bradford, Vitality Mills, Chi- 
cago, was a recent visitor at Milwaukee, 


Wis. 

Gateway Milling Co., Peoria, has been 
incorporated by C. W. Ethridge, H. C. 
Warren and Alta E. Ethridge. 

William H. Kent has opened a new 
feed store at Morrisonville. 

Charles S. Newport, formerly asso- 
ciated with the Barnstable Feed & 
Supply Co., Inc., plans to establish a 
feed business of his own at Litchfield 
in the near future. 

Edwin F. Meyer, 58, operator of a 
feed business at Woodstock, died at a 
hospital December 19 following an oper- 
ation. 


ADOLPH D. STOCK, F. W. Stock 
& Sons, Hillsdale, Mich., operators of 
one of the largest mills in the state, 
died at his home December 19, at the 
age of 64. 


Airplane View of the Cedar Rapids, Iowa, Mill 


It takes Good Feeds to 
be selling these days 


Feeds that go farther—that make the feeder’s dollar go far- 
ther—are certainly the right sort to be selling these days. 
Quaker Feeds are that kind. Whether they are for poultry, 
hogs, cattle, or dairy herds, this complete, tested line of 
scientifically balanced feeds produces better results per 
dollar expended than unscientific home-mixed feeds or 
ordinary feeds....Write for our profit-making Selling 


Plan for Quaker Dealers. 


THE QUAKER OATS COMPANY, CHICAGO, U. S.A. 


BUY QUAKER FEEDS 


IN STRIPED SACES 
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Pennsylvania Feed Men 
See Better Times 


The Southeastern Pennsylvania Iced 
Merchants association held an interest- 
ing meeting at Norristown on Decem-. 
ber 7. The attendance was larger than 
usual and many predictions of better 
business were made. 

The meeting was held at the Valley 
Forge hotel for the fourth successive 
year. The mayor of the city welcomed 
the visiting dealers. Albert J. Thomp- 
son, president, was in charge. Secretary 
Howard A. Simpson reported several 
new members and M. E. Diefenderfer. 
treasurer, stated the association was in 
good financial condition with a balance 
on hand. 

W. A. Stannard, secretary of the East- 
ern Federation of Feed Merchants, 
spoke on “Changing Conditions in the 
Trade”, devoting much of his talk to 
the code and what it can mean to the 
dealers if it is intelligently handled by 
them. He urged them to carefully con- 
sider their operating costs and suggested 
the adoption of a uniform system of 
accounting. 

Committees were appointed from each 
section served by the association to 
make a complete directory of all active 
feed merchants. Later a canvass will be 
made for membership. 

The banquet in the evening was out 
of the ordinary. Speaking went into 
the discard except for brief remarks 


‘made by Mr. Stannard and music and 


entertainment of a high type prevailed. 
Count Rosse’ made a hit with his subtle 
humor. 

The entire meeting was unusually suc- 
cessful. It was optimistic, enthusiastic, 
and inspired much constructive discus- 
sion on trade problems in which all of 
the dealers took part. 


C. B. Pierce Resigns 
From Rankin Co. 


Chester B. Pierce, veteran Milwaukee 
feed jobber, retired from business Janu- 
ary 4, at which time he announced to 
the trade that he was terminating all 
relations of every kind and character 
with M. G. Rankin & Co. 

The business of M. G. Rankin & Co. 
will hereafter be conducted by Morris 
J. Mills who has been associated with 
the firm continuously throughout the 
past 30 years. 

Mr. Pierce started his career in the 
feed business with Chapin & Co. in 1892. 
He was with Chapin & Co. about four 
years, during part of which time he was 
manager of Chapin’s Buffalo office. In 
1897, Mr. Pierce became a partner with 
M. G. Rankin in M. G. Rankin & Co.. 
and since 1921, when Mr. Rankin died. 
has been sole owner of the firm. 

Throughout the 41 years in the feed 
business, Mr. Pierce built up an envi- 
able reputation for honesty and square 
dealing and his many friends in the 
trade will regret the ill health which is 
now forcing his retirement. 


BARNSTABLE-SCHAPER Feed & 
Supply Co., Inc., Nokomis, IIl., cele- 
brated the holidays with a party given 
for officers and employees December 27. 
C. W. Barnstable, president, and Roy 
Schaper, vice-presidents, were hosts. 
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NEW YEAR PROGRAM On the front cover of this issue, THE 
FOR THE FEED INDUSTRY FEED BAG promises leadership in our 

common battle to restore prosperity to 
the feed industry in 1934. Here, therefore, we are going to outline our four- 
point program toward this end and ask for the cooperation of our readers in 
its achievement. 


A Code That Means Something. We hope that the efforts of the National 
Federation of Feed Associations will soon be successful so that the entire in- 
dustry will shortly be operating under a worthwhile code of fair competition. 
We want a code that means something — a code that will correct evils such as 
the destruction of markets by truckers, etc. The feed manufacturers should 
soon have a code as their final hearing has been set for January 18 and the 
balance of the industry needs a code, too. We do not believe, however, that the 
industry should subscribe to an empty code — one that gives many powers to 
the government without any real compensating advantages to those regulated. 


Better Organization and Increased Harmony. Responding to President 
Roosevelt’s appeal, the feed industry is today better organized than ever before. 
We hope that this good work will be continued — that the present associations 
will become stronger and more serviceable to their members, that new associ- 
ations will be organized where needed, that more feed dealers’ clubs or local 
associations will be formed in all territories and that, with or without a code, 
the National Federation of Feed Associations will be maintained as a national 
focus for all organization work throughout the industry. We believe that with 
more local clubs actively functioning, there will be more harmony, cooperation 
and understanding among feed dealers and we would like to see that cooperation 
extended throughout the entire industry including the wholesale manufac- 
turers and jobbers as well as the dealers. 


Uniform Feed Laws. Regulations governing the sale of feeds together 
with the attendant registration and license fees now vary for practically every 
state. The Association of American Feed Control Officials and the American 
Feed Manufacturers association have been working together for several years 
in an effort to get the various states to standardize on one uniform law. Uniform 
feed laws would be of real benefit particularly to wholesale manufacturers and 
jobbers and we would like to see the National Federation of Feed Associations 
and its various affiliated associations join the control officials and feed manu- 
facturers in this worthwhile campaign. 


Better Merchandising. Emil J. Blacky has written an article published on 
page seven of this issue of THE FEED Bac describing some resolutions which if 
adopted would make better merchandisers of feed dealers throughout 1934. 
We hope that every reader will take to heart at least some of what Mr. Blacky 
has written and we particularly want to urge that the industry campaign for 
cleaner and more attractive stores — modern merchandising establishments to 
take the place of the present carelessly stocked and often dirty warehouses. 
The chain stores, however we may criticise them, are real merchandisers and ‘ 
we can learn a lot and profit by their example if we will clean up and make 
more attractive our various places of business. 


This is a simple program, Mr. Reader, but it is one which would do much 
toward restoring prosperity for all of us. May we count on your cooperation? 
Will you do your part? 


DAVID K. STEENBERGH. 
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Feed Code Discussion to Feature 
Eastern Federation Meeting 


Convene at Syracuse February 23 and 24 


HE mid-winter convention of the 
Eastern Federation of Feed 
Merchants, which will be held at 
Syracuse, N. Y., February 23 and 
24, will be devoted mainly to interpret- 
ing the code for the retail feed trade 
and preparing for its efficient adminis- 
tration. It is now expected that the 
code will be ready for operation by that 
time. 

Feed merchants throughout the East 
have been waiting for many weeks to 
learn the requirements of the code. Dis- 
trict organizations have been formed or 
are now contemplated in every county 
Each of these districts wiil be officially 
represented at the convention and sev- 
cral of them are urging the attendance 
of every member. 


McIntyre Urges Attendance 

“This will be the most important con- 
vention we have ever held,” said Fred 
McIntyre recently. “The code will regu- 
late the business of every person or 
firm engaged in the retail sale of feed 
regardless of location or the size of the 
town. It is of utmost importance that 
every merchant attend the convention to 
learn the full scope of the code and to 
assist in shaping the system of admin- 
istration.” 

Headquarters for the convention will 
he at the Onondaga hotel and a registra- 
tion desk will be niaintained on the mez- 
zanine floor beginning at noon, Feb- 
ruary 22. Delegates are requested to 
register as soon as they arrive to avoid 
delay when the convention opens the 
following morning. Preparations are 
being made to handle the largest attend- 
ance in the history of the organization. 

Special Salesmen’s Conference 

While the general sessions will not 
begin until the morning of the 23rd 
there will be a meeting of the officers 
and directors at 8 p. m. the night be- 
fore. At the same time there will be 
a session of salesmen and _ representa- 
tives of manufacturers and wholesalers 
to acquaint them with the terms of the 
code and the plans for operating it. 

The convention will officially open at 
10 a. m., Friday, February 23, with Pres- 
ident McIntyre presiding. The meeting 
will be held in the ballroom on the mez- 
zanine floor. Foliowing brief addresses 
of welcome and reports of the officers 
the code will become the center of at- 
traction. It is expected that one of the 
officials from Washington who is fa- 
miliar with the feed code will be present 
and officers of the National Federation 
of Feed Associations, which has charge 
of the code proceedings, will be on hand 
to interpret the fair practice rules step 
by step. 

The session will continue through the 
day with only an interruption for a spe- 
cial luncheon at 1 p. m. Immediately 
following the luncheon Fred M. MeceIn- 
tyre, president of the federation and a 
member of the code committee for the 
National lederation, will discuss the 
plans for adequately administering the 
code in the East. It is of greatest im- 
portance that representatives of the lo- 
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cal district associations attend this ses- 
sion and it is urged that every retail 
merchant be present who can possibly 
do so. 
Campbell Plans Administration 

“Since we must operate under the 
code we must attend the convention tc 
prepare for its administration,” was the 
way one retail feed merchant put it 


W. A. Stannard 


Charles D. Campbell, executive secre- 
tary of the federation, who has spent 
many weeks in preparing the details for 
code administration, approves of that 
suggestion. “This is a tremendous 
moment for the retail feed trade. The 
government permits us to draft our own 
code of fair trade practices which is 
designed to correct abuses within our 
trade that have been harmful to the 
dealers and customers alike. While we 
must abide by the regulations regarding 
the hours of labor and minimum wages. 
it is the fair practice section of the code 
that will be given prominence at the 
convention so that we may set up mea- 
sures to insure a full compliance with 
all the terms.” 

When the delegates get weary of the 
code discussions there will be periodic 
programs on trade improvenient. These 
will be in the nature of round table dis- 
cussions, each in charge of an expert 
and the delegates will have a wide choice 
of subjects trom which to choose. This 
will be a decided innovation as in the 
past all of the talks have heen given 
at the general meetings. There have 
been many requests for informal ses- 
sions where the dealers could ask ques- 
tions about trade matters and have them 
answered by recognized authorities on 
the subjects. Among the subjects thus 
far proposed are: “Latest Developments 
in Feeding,” “Short Cuts and Money 
Saving Ideas for the Small Dealer,” 
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“Accurate Facts on Overhead and What 
Constitutes a Net Profit.” 

Members of the federation should 
send suggestions for discussion at once 
and those of general interest or of 
greatest importance will find a place on 
the program. 

All work and no play would make a 
dull convention, so the committee has 
arranged a banquet to be followed by 
an entertainment. This will be held at 

p. m. on the first day of the conven- 
tion. Full details of the banquet pro- 
gram have not been released but the 
committee members wink slyly when 
they talk about it and suggest that there 
will be many surprises. 

The business program will be con- 
tinued the second day of the conven- 
tion at 9:30 a. m. While it is antici- 
pated that the convention will officially 
close at 1 p. m. on February 24, pre- 
parations have been made to continue 
throughout the afternoon if necessary to 
complete the plans for code adminis- 
tration. 

The Hotel Onondaga will provide 
special rates for all feed merchants and 
delegates are urged to write to the hotel 
as early as possible to insure proper 
reservations. 


Annual Election Scheduled 


Under the revised constitution the 
mid-winter session is the annual meet- 
ing of the federation and election of 
officials will take place during the con- 
vention. There are also many other 
matters of important business to be 
transacted and President McIntyre re- 
quests the attendance of every officer 
and director. 

W. A. Stannard, secretary, who has 
charge of the convention program, pre- 
dicts that the attendance will break all 
records and those who are present for 
the entire convention will be amply re- 
warded for the time they will spend. 
“With the code ready for action and a 
dozen other problems of major import- 
ance facing the feed merchants I am 
sure that no merchant in the East will 
miss this greatest convention in our 
history.” 

Beginning at once and continuing until 
the convention there will be a drive for 
members for the federation and for the 
affiliated associations. It been 
pointed out that every feed merchant 
must abide by the new code and should. 
therefore, be a member of the organiza- 
tion entrusted with its administration. 
Members of the federation are urged to 
write at once for a supply of member- 
ship blanks and enroll all of the dealers 
in their districts. All communications 
should be addressed to W. A. Stannard, 
secretary, room 903 Home Savings Bank 
building, Albany, N. Y., or Charles D. 
Campbell, executive secretary, Potsdam, 


J. F. McCANDLISH, feed dealer 
Bremen, Ohio, passed away at his home 
December 17, following an illness of 
more than a month. 
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FOR NEW BUSINESS 


OPCO XX has proved its merits as a business-getter for feed 
manufacturers who feature it as a feed ingredient, through the 
worst years business has known since the Civil War. 


65.7% of feed manufacturers and dealers who answered a ques- 
tionnaire as part of a recent survey said YES to the question:— 
“Did the Nopco XX feed test campaign increase your mash business?”’ 


Nopco XX gets business for feed manufacturers by assuring 
satisfied feeders, because it is an economical, highly concentrated 
and standardized feeding value, year in and year out. This fact is 
kept before the nation’s poultrymen by constant advertising. As a 
result, Nopco XX is synonymous with profitable Vitamin D pro- 
tection in the minds of hundreds of thousands of poultrymen. 


ARE YOU OUT FOR NEW BUSINESS? 
THEN DROP US A LINE REQUESTING THE 
FACTS AND FIGURES ON NOPCO Xx. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO KANSAS CITY SAN FRANCISCO 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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PIONEERS OF THE SOYBEAN INDUSTRY IN AMERICA 


announce 


the completion 


of the 


BEAN OIL 


| 


— 


largest 


SOYBEAN OIL MEAL 


plant in America 
eee 
The Staley Mfg. Co. is world famous for the quality of its 
corn and soybean products. The phenomenal growth of 


the Staley Company, since its founding thirty-five years ago, 
is due to the everlasting insistence of the management on 


Quality, Service and Fair Dealing 


Feed dealers and feed manufacturers the country over 
recognize the outstanding merits of 


STALEY’S SOYBEAN OIL MEAL 


We solicit dealer and only — from a bagful to a trainload. 


STALEY SALES CORPORATION 


Feed Division, DECATUR, ILLINOIS 


Page Fourteen THE FEED BAG—JANUARY, 1934 


Staleys-@ 
SOY BEANE 
- 
Ar MANUF'D. BY 
3 E-STALEY MFG. 
== 
3 


Rohrbach Concentrates Sales Efforts 
On Cash Paying Customers 


Leaves Bad Risks to Direct Sellers 


CW: don't care who does the 
credit business so long as 
we get the cash sustomers,” 

is the policy of D. Rohrbach 
& Son, Topton, Pa., dealers in feed, 
coal and grains. 

Operating in a general farming com- 
munity where farmers do not special- 
ize in dairying or poultry farming, this 
dealer has developed a profitable busi- 
ness on feeds under conditions that 
would prove discouraging to many deal- 
ers. 

Despite the most intense competition 
in the form of peddlers and agents who 
solicit feed orders to be shipped direct 
trom the mills of direct-selling feed 
manufacturers, Rohrbach & Son have 
been meeting this competition with qual- 
ity brands and forging ahead in sales 
volume. 

Close Contact Necessary 

“These agents are continually calling 
on all feed users in our territory,” said 
Rohrbach, “and quoting lower prices 
than those prevailing for the brands we 
sell. As a result, we are compelled to 
keep in constant personal contact with 
our customers to prevent them from 
switching over to the lower priced feeds 
and to keep them sold on our brands. 

“You can't meet competition of this 
kind with direct-mail or newspaper ad- 
vertising. We must use real salesman- 
ship to sell quality whiie the other 
fellow is talking price, and perhaps 
offering liberal credit terms as well. We 
are well aware that many of these 
agents have taken up feed selling as a 
means of livelihood until they can find 
some other employment, but we also 
know that after one of our customers 
is once persuaded to leave our brand 
for a cheaper one, it will be more dif- 
ficult to win him back. 


Take Produce on Account 

“Our plan is to maintain a complete 
list of all the feed users in our terri- 
tory who can buy for cash or who have 
grains to exchange for feed. Then we 
concentrate our selling effort on these 
users, calling on them frequently not 
only to make a sale at every call but 
to prove to them that we are interested 
in them and the results they are getting 
from our products. 

“Of course, we have a certain advan- 
tage over the direct-selling agents, be- 
cause we also sell coal and flour, on 
which we solicit business while we are 
out selling feed. Then, again, our offer 
to take in exchange all the surplus 
grains from the farmer helps our sell- 
ing. 

“Naturally, if the farmer is willing to 
exchange his grains for some of our 
products we are able to offer him a 
few cents more for his grain than if we 
had to pay cash to him. This is a sell- 
ing argument that the direct-seller can 
not hurdle, because when you offer a 
farmer a little more for his products 
than he can get elsewhere he knows 
that the deal is in his favor. 

“As for those customers who must 
have liberal credit terms to induce them 


to buy feeds, we pass them by. We 
want our profits in the bank not on the 
books where they are merely paper 
profits. We believe that is one specific 
reason why we have been able to con- 
tinue business at a profit during the past 
few years, for we have eliminated credit 
losses. We don't have to waste a lot 
of time trying to collect money, neither 
do we make enemies by forcing collec- 
tion of accounts. 
Cash Way Proved Best 

“When we went on a strictly cash 

policy it took some nerve to stick to 


our decision but subsequent events 
proved that we followed the right 
course. Only recently another dealer 


sheriffed a customer who owed him $500. 
and received but a small part of this 
sum in the end. This customer was re- 
peatedly refused credit by us. There 
have been similar instances from time 
to time. The feed dealer can’t earn a 


profit when he loses money in this way. 

“We are not looking for all the busi- 
ness in our territory but we do want 
the major part of the cash business and 
we are willing to go out to the custom- 
ers to get it which seems to be the only 
sure way of getting it under such se- 
vere competition.” 

The Rohrbach business estab- 
lished about 35 years ago and has shared 
in the prosperity and growth of the 
community. In the early years dealing 
in grain and coal was the principal busi- 
ness and the addition of poultry and 
dairy feeds was a later development to 
meet the requirements of those farmers 
who saw the advantages of producing 
eggs and milk products as a means of 
developing steady incomes. Under th« 
aggressiveness and sound policy out- 
lined by Mr. Rohrbach, the growth of 
the business should continue at a rapid 
pace. 


Secretary of Agriculture Guest 


Of New England Dealers 


H. R. Ryther 


A. WALLACE, secretary of 

H agriculture, was the principal 

e@ speaker at the annual meeting 

of the New England Retail 

Grain Dealers association which was 

held at the Hotel Manger, Boston, 
Mass., December 29. 

W. T. Abell, A. D. Pease Grain Co., 
Burlington, Vt., was reelected president 
of the organization; Harry Manchester 
Winsted, Conn., was chosen vice presi- 
dent, and H. R. Ryther, Ryther & War- 
ren, Belchertown, Mass., was named 
treasurer. 

Secretary of Agriculture Wallace ex- 
plained the processing tax and its ef- 
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fects on the farmers and cotton grow- 
ers and outlined the administration’s 
plan for aiding agriculture. 

In an agreement approved at the 
meeting, chain store operators were in- 
vited to become members of the New 
England Retail Grain Dealers associa- 


tion. There are several firms including 
the Charles M. Cox Co., Park & Pol- 
lard Co., Ralston-Purina Co., Quaker 


Oats: Co. and the Farm Service Stores. 
Inz., which operate in various locations 
throughout the New England territory. 
By enrolling these firms in the asso- 
ciation according to the number of units 
possessed the membership would be in- 
creased by several hundred. 

The association voted to hold a 
series of local meetings for grain and 
feed men in the near future for the pur- 
pose of discussing pertinent trade prob- 
lems and enrolling new members. 

The annual banquet was held in the 
evening at the Hotel Manger. J. Whit- 
comb Brougher D. D., pastor of Tre- 
mont temple, Boston, and Dr. J. Gordon 
Gilke, Springfield, Mass., were the prin- 
cipal speakers, Dr. Gilke giving an in- 
teresting account of his experiences in 
Russia. 


ARCADY MILL FIRE 

The four-story concrete dairy feed mill 
of the Arcady Farms Milling Co., at 
Riverdale, Ill., was partially destroyed 
by fire December 28. The fire started 
about eight o'clock in the morning in a 
pile of burlap sacks and burned through- 
out the day, causing considerable fire 
and water damage. Arcady’s new scratch 
feed mill and the mash feed plant were 
not damaged at all and the company 
announced that it resumed full opera- 
tions on January 2 and is supplying the 
trade with its full line of products as 
usual. 
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MILK SUGAR FEED 


Necessar 


IN THE LAYING HOUSE 


Hens need vitamin G to produce hatchable eggs and 
for health in sustained production. Vitamin G fed 
hens produce eggs of 10-20% greater hatchability 


IN THE BROODER HOUSE 


Tests at Cornell University show vitamin G essential 
for growth. Chicks from vitamin G fed hens and receiv- 
ing vitamin G rich mashes grow faster, develop better 


Your Richest Source Vitamin 


ALSO RICH IN... 


Lactose: The lactose (milk sugar) content 

of Kravo is better than 70%. Lactose besides 

stimulating growth and energy helps the body 

to assimilate calcium and phosphorus for sturdy 

bone growth. It promotes health, aids in resist- 
ance to disease. 


Minerals: Kraco provides calcium and 

phosphorus in the most desirable form—organic. 

No minerals from outside sources are added to 

Kraco or to the whey from which it is made. 

These minerals are necessary to building 

the frame work required in a rugged, high- 
production bird. 


KRACO Milk Sugar Feed is dried cheese whey, made 
under a special process developed and perfected in Kraft 
Laboratories. 


Milk Sugar Feed has a vitamin G potency of 50% more 
than other similar commercial food concentrates fed for 
hatchability and growth. Kraco, Milk Sugar Feed, has bet- 
ter than 70% lactose and an 8-9% mineral content. <A dry 
powder, it mixes easily in mashes. It is used by leading 
feed manufacturers. Pound for pound, it does more in pro- 
moting growth and hatchability at less cost than any vita- 
min G product. 


Kraco will satisfy your customers, will bring repeat trade 
because of greater returns to feeders through better hatch- 
ability, better flock conditions, better growth of young stock. 


Let us prove to you how Kraco Mashes have helped others 
to build trade. Write to: Krart-PHENIX CHEESE CoRPo- 
RATION, Dept. 343, CuicaGco, ILLINOIS 
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SELL YOUR TRADE LAYING, GROWING and 
STARTING MASHES that CONTAIN KRACO 
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Window Displays With Action Make 
Customers Stop and Look 


Try These Simple Devices in Your Store 


HE average feed store is located 

\ where there is both automotive 

and pedestrian traffic. To get the 

greatest possible attention for a 
feed display, it is necessary to have some 
moving object in the window. Most 
people passing, even those in cars, are 
sure to notice the store and remember 
to watch for the display. 

One feed merchant says that “action 
displays do not involve a large invest- 
ment in mechanical paraphernalia, nei- 
ther do they require the services of a 
mechanical genius. My own action dis- 
plays have been made from devices we 
have built here at the store at practi- 
cally no cost. 


Material Costs Little 


“After once getting the equipment for 
operating moving displays it is an easy 
matter to switch from one set-up to an- 
other, changing the stunt frequently to 
keep the window new and appealing. 
My store happens to be pretty well re- 
moved from the downtown section of 
my city. Most of the traffic that goes 
by is automotive rather than pedestrian. 
However, there are many people of the 
surrounding section who have backyard 
flocks, rabbits, pigeons, and pets. The 
moving displays attract them—but of 
more importance, the moving displays 
attract the farmers and stockmen who 
drive past in cars and trucks. 

“It is interesting to observe traffic that 
passes. If my window display is a still 
one, the drivers usually rush by without 
giving my place much notice. But if 
there is motion in the window, this mo- 
tion is sufficient to catch the ever-aiert 
eye of the driver and others in a pass- 
ing car. Not only do these prospects 
slow up and look at the time, but many 
will even stop their cars and inspect the 
window carefully. Best of all, many 
who were attracted by the moving win- 
dow display on their way into town are 
reminded of feedstuffs they need to buy 
and they will return on their way out 
of town to stop at my store.” 


Fan Motor for Power 


This feed merchant uses a simple elec- 
tric fan motor, a small one, to furnish 
the motive power for his displays. <A 
groove has been cut into a small pulley 
that is attached to the fan blade spindle. 
This pulley runs to a set of four re- 
duction gears which in turn operate the 
mechanical contrivances. The last of the 
reduction gears can be coupled to a 
crankshaft or other device as desired 
to keep up continuous action. 

One such moving display that this 
feed merchant used successfully was 
that of a kicking mule. ‘This life like 
mule was sawed from light pine boards 
and painted in a bright color so as to 
flash an invitation to all passing. Har- 
ness was painted on the mule whose 
body, fore legs and hind legs were all 
cut out separately and joined with a 
bolt in the shoulder and the hip, the 
fore and hind legs working on these 
bolts as a joint. 

A straight strong cord fastened to the 
mule’s bridle extended through a_ hole 


in the stationery box on which the mule 
was mounted. This heavy box-like struc- 
ture covered the motor and gear ar- 
rangement, A heavy strip of elastic 
was fastened to the top of the mule’s 
hind leg or hip and the opposite end 
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The mechanical cow shown above which 
was constructed and used by a Wisconsin 
feed dealer transformed his window from 
a lifeless display into one which caught the 
customers’ attention and urged them to 
come in and buy. 


was attached to the top of the box o1 
which the mule was stationed. 

With each turn of the invisible crank- 
shaft, the cord would make the mulc 
duck his head and as the rear of his 
body became elevated the hind leg would 
swing up in a vicious kick. The motor 
was operated at low speed, the reduc- 
tion gears making it possible to reduce 
the motion. 

The kicking mule was sufficient to 
stop the prospects, which is but half 
the purpose of a good feed display. The 
layout of commercially mixed feeds with 
placards and signs explaining why such 
feeds would pay profit furnished the 
motive for buying. 

This same type of display arrange- 
ment was switched by this dealer from 
time to time to others carrying out sim- 
ilar ideas. For example, a large rooster 
and hen to match were cut from pine 
boards. On one end of the platform 
in the window was placed the rooster 
and facing him from the opposite end 
was the hen. A hopper of chicken feed 
was placed between them and by prop- 
erly connecting the slowly revolving 
crankshaft these fowls would each peck 
into the feed, one chicken’s head start- 
ing to rise just as the other chicken’s 
head began to descend toward the feed. 

Rooster in Action 

A very similar moving display that 
was likewise motivated showed this 
same rooster dressed up in a different 
fashion. This time a feather duster was 
made into a fan-like wing that was at- 
tached to the side of the rooster. At 
each revolution of the crankshaft the 
rooster’s wing would flap as if he were 
going to crow. 

Chalked across the top of the window 
in large letters was written, “Something 
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to Crow About.” 

Prospects were curious enough to 
want to know what was to be crowed 
about and a closer inspection of the feeds 
on display and the placards in the win- 
dow informed them that the feeds sold 
by this dealer were properly prepared 
for producing best results. These pros- 
pects were quick to catci the graphic 
story that profits made from scientifi- 
cally right feeds are something to crow 
about. 

Still another variation of the action 
display used by this merchant was that 
of a dairy cow standing before a trough 
of water. The mechanical connection 
caused the cow to lower her head at 
regular intervals into the trough of 
water as if she were drinking. A large 
placard in the window announced. 
“Good Feed Like Good Water Is Es- 
sential for the Dairy Herd.” <A layout 
of dairy rations tied in with this mov- 
ing and motivated display. 


Revolving Feed Bags 


Changing the style and type of his 
action displays, this alert dealer built 
another inexpensive display that brought 
a lot of comment as well as some trace- 
able direct sales. A large piece of light 
corrugated board was obtained and 
shaped into a cylindrical object, four 
feet long and some fifty inches in dia- 
meter. Six feed bags, each one repre- 
senting a different kind of commercial 
feeding ration, were attached to the out- 
side of this cardboard cylinder. Each 
bag was a 100 pound bag, each one 
stood upright some three feet on the 
cylinder, leaving a one foot border at 
the top of the cylinder. 

Piacards were lettered and attached 
in the one foot space above each dis- 
played sack. Each placard told the story 
of the particular feed as represented by 
the sack beneath. 

This entire cylinder was nailed around 
a board circular piece at the bottom, 
and fitted over a light pine frame-work 
to hold it upright. This bottom board 
was attached to a spindle which came 
through from beneath the platform. The 
spindle was kept revolving by the series 
ot reduction gears running from the fan 
motor. 

Customers Attracted 

This revolving cylinder in the win- 
dow was quick to attract attention. Pros- 
pects were curious to see what was on 
each placard and to see what kinds of 
feed would be represented by the empty 
sacks attached to the outside of the cyl- 
inder. To help carry out the story, ac-~ 
tual samples and sacks of the feeds rep- 
resented were placed at different eleva- 
tions in the window. 

By leaving .his action type windows 
lighted during the early part of the 
night, this feed merchant found that 
his displays worked for him even after 
his store was closed. Many rural people 
as well as city people with small flocks 
of fowls, pets, etc., drive to and from 
the theatres and about the city. Being 
attracted by a motive display impresses 

(Continued on Page Thirty) 
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Improvement Ahead for Feed Trade 


As Farm Prices Increase 
Address Delivered at Ohio Feed Dealers Conference 


HE outlook for feed dealers is so 

closely tied up with that of agri- 
culture that to describe one is 
to describe the other. 

To gain a prospective of the prob- 
able outlook for agriculture it is most 
helpful to review the trend of the eco- 
nomic conditions of agriculture in re- 
cent times, and observe present tend- 
encies with a view to ascertaining what 
factors are likely to influence agricul- 
ture in the next few months. 


Agriculture has been in a relatively 
low economic position since 1929. The 
gross income from farm production in 
the United States declined from $11,- 
918,000,000 in 1929 to $5,143,000,000 in 
1932 and has recently been estimated at 
$6,360,000,000 for 1933. The gross cash 
income from the sale of Ohio farm pro- 
ducts declined from $344,000,000 in 1929 
to $146,000,000 in 1932 and has recently 
been estimated at $160,000,000 for 1933. 


This decline in the farmers’ income 
has been due to declining farm product 
prices. Farm product prices in the 
United States declined 64 per cent from 
1929 to March of 1933. In March, 1933, 
farm product prices in the United States 
were 50 per cent below their pre-war 
average, 1910-1914, and Ohio farm pro- 
duct prices were 47 per cent below this 
average. 


Income Out of Line 


The foregoing figures depict the con- 
dition of agriculture only in the sense 
of income and price. Equally important 
is the outgo side of farming. While 
prices received by the farmer declined 
64 per cent from 1929 to March, 1933, 
prices paid by farmers for commodities 
bought to operate the farm and for 
family maintenance decreased only 34 
per cent. The fact that farm product 
prices declined much more rapidly than 
prices paid by farmers gave rise to a 
rapid decline in the purchasing power 
of the farmer’s dollar in the retail mar- 
ket. The purchasing power of the 
United States farmer’s dollar declined 
45 per cent in the retail market from 
1929 to March, 1933. In the same period 
of time the purchasing power of the 
Ohio farmer’s retail dollar declined 46 
per cent. In March. 1933, the United 
States farmer got half as much per unit 
of product sold as before the war, 1910 
to 1914, whereas he paid the same price 
per unit for those products he bought 
as before the war. Expressed in terms 
of physical product, the United States 
farmer had to part with twice the quan- 
tity of his product in March, 1933, to 
get the same number of products he 
purchased on the retail market before 
the war. 

In addition to the farmer’s disadvan- 
tage in the retail market, he has also 
been under a great handicap in paying 
his debt and tax obligations. In 1932 
the farm mortgage debt in the United 
States stood approximately 150 per cent 
higher than before the war, and farm 
property taxes were 115 per cent higher 
than pre-war. With farm product prices 
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43 per cent less in 1932 than in pre-war 
days, the United States farmer had to 
part with four times as much of his 
product to pay his mortgage obligations 
as before the war and three-and-a-half 
times as much to pay his taxes. 


Feed Prices Follow Trend 

As is to be expected, feed prices have 
followed farm product prices more close- 
ly than any other major group of pro- 
ducts purchased by farmers. From 1929 
to 1933, United States farm product 
prices declined 54 per cent while feed 
prices declined 40 per cent. For the 
past year, 1933, United States farm pro- 
duct prices averaged 63 per cent of their 
1910 to 1914 average, whereas feed 
prices averaged 79 per cent of their 
pre-war average. The Ohio farmer’s 
dollar has had a higher purchasing 
power for feed than for any other major 
group of farm production goods during 
ithe depression years. During the month 
of November, 1933, for example, the 
Ohio farmer’s dollar had a purchasing 
power of 90 cents for feeds, 77 cents for 
fertilizer and seed, 70 cents for equip- 
ment and supplies, and 55 cents for farm 
machinery and building materials, as 
compared with 100 cents from 1910-14. 


Despite the fact that farm prices de- 
clined drastically following 1929, the 
purchasing power of the Ohio farmer's 
dollar in the feed market did not fall 
below its pre-war level until 1933. The 
reason for this is, of course, that while 
farm prices declined rapidly feed prices 
also fell rapidly, holding a fairly con- 
stant ratio between the two until 1933. 
The ratio between Ohio beef cattle 
prices and feed prices has held up better 
than milk, eggs, or hogs. Hog prices 
were most out of line with feed prices 
in 1933. Ohio hogs had a purchasing 
power of 67 cents in the feed market 
last year as compared with $1.04 in’ 1929 
and $1.00 from 1910 to 1914. At the 
1933 price of hogs in Ohio it took ap- 
proximately one-and-a-half hogs to buy 
the same quantity of feed as one hog 
bought on the average from 1910-14. 


Feed Tonnage Declines 


This declining purchasing power of 
the farmer’s dollar in the feed market 
has shown up in a declining feed mar- 
ket in Ohio since 1929. The estimated 
tonnage of commercial feeds sold in 
Ohio declined from 679,518 tons in 1929 
to 339,759 tons in 1932. This is a de- 
cline of one-half in the tonnage of com- 
mercial feeds bought by Ohio farmers 
in three years, a greater drop in feed 
purchases than the drop in the purchas- 
ing power of the Ohio farmer’s dollar 
in the feed market. This decline is 
due in large part, no doubt, to the fact 
that the farmer’s labor has been worth 
more to him when used to produce 
grind and mix his own feeds than when 
wae to produce products for sale direct- 
y. 

The greatest loss in commercial feed 
sales in Ohio has been in mixed feeds. 
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Since 1929 Ohio farmers have been buy- 
ing less ready mixed feeds. ‘The esti- 
mated tonnage of mixed feeds sold in 
Ohio declined from 385,287 tons in 1929 
to 106,344 tons in 1932, a decline of 72 
per cent, whereas unmixed feeds de- 
clined from 294,23i tons in 1929 to 233,- 
415 tons in 1932, a decline of 21 per 
cent. 

The prospects for feed sales to farm- 
ers in 1934 depends very largely upon 
the prospects for higher prices of farm 
products in 1934, and especially the 
prices of livestock and livestock pro- 
cucts. To gain an idea of the probable 
trend of farm prices it is necessary to 
gain a fairly definite idea of the reasons 
for low farm prices and to see what 
factors are likely to influence’ these 
prices in the next few months. 


General Decline in Prices 

What are the principal causes for low 
priced farm products? One cause for 
the decline in farm product prices fol- 
lowing 1929 was a decline in prices gen- 
erally. The general price level—the 
price of all commodities at wholesale— 
ceclined 37 per cent from the year 1929 
to February, 1933. But while the whole- 
sale price level in the United States de- 
clined 37 per cent from 1929 to Febru- 
ary, 1933, farm product prices declined 
64 per cent. Therefore it would seem 
that the drop in the general price level 
would account for but little more than 
half of the total drop in farm product 
prices. Why did farm product prices 
drop 27 per cent more than the general 
level of all prices at wholesale? There 
seem to be two principal reasons for 
this more rapid decline in the prices of 
the farmer’s products. 

The first reason is that raw material 
products, including products of the farm. 
react more quickly to sudden changes 
in the general price level than finished 
products. This tendency is shown in 
the relation between prices received by 
f:rmers and those paid by farmers since 
pre-war days. In the period from 1914 
to 1918 when the general price level 
was rising rapidly, prices received by 
i2rmers in the United States advanced 
90 per cent whereas prices paid by farm- 
ers advanced 76 per cent. Again wher 
the general price level declined 37 per 
cent from 1920 to 1921, farm product 
prices dropped 43 per cent while prices 
paid by farmers for finished goods de- 
clined 23 per cent. Again, from 1929 to 
February of 1933, while the general 
price level declined 37 per cent. farm 
product prices declined 64 per cent 
whereas prices paid by farmers, for fin- 
ished products mainly, declined only 34 
per cent. 

One of the main reasons usually as- 
signed for this lag in prices between 
finished and unfinished yoods is that 
wage rates lag behind, both when prices 
rise rapidly and when they fall rapidly. 
Since therefore the value of finished 
goods is made up more largely of labor 
than unfinished goods, prices of finished 
gcods lag behind unfinished goods both 
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MERCHANDISING 


MEANS: 


‘“‘Act or business of trading; 
trading; bartering; carryin 
on commerce; trafficking.” 


JWEBSTER’S DEFINITION MAY NOT CHANGE 


BUT APPLICATION DOES 


yen in the old days meant the barter and ex- 


window displays. Now clean, washed windows with 
change of one piece of merchandise for another. frequently changed displays are an important part of 
To-day money representing a certain value is ex- the feed industry. 
changed for merchandise. 


The above pictures show the remarkable change 
And with that change has come others, just as that has taken place in this phase of merchandising. 
fundamental. To-day the successful merchant is the Allied Mills supplies Wayne dealers with interest- 
one who can attract people to his place of business, ing, practical, attractive window display material. 
through various modern merchandising methods. The company behind this popular, leading line of 
Window displays form just one part of merchandis- _ feeds is interested in helping each dealer apply modern 
ing. But a very important part. The feed dealer until methods of merchandising throughout. 
recently has not recognized the value of window dis- 


plays. It remained for the | department st t : — 
ays. It remained for the large department stores to ALLIED MILLS, INC. 


prove the tremendous merchandising power of good 
ADVERTISING DEPARTMENT 


FORT WAYNE, IND. 
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Honest Dealing, Good Merchandise 


Win Business for Beck 
Hard Times Can’t Down Square Shooter 


SQUARE firm can stand a lot of 
A punishment. 
That is why F. H. Beck’s mill 
and feed store, Warsaw, Ohio. 
has been able to weather all types of 
calamity, including the present depres- 
sion. 

As an illustration Mr. Beck related the 
story of a farm woman who had about 
a half barrel of flour coming to her for 
wheat brought to the mill in 1931. She 
had overlooked her good fortune and 
he supposed she knew. Recently, when 
she was getting flour he reminded her 


that she had credit coming. He did 
not have to mention it. It could have 
been her lookout. However, by his 


honesty, he created another link in a 
long chain of good will. 


Caters to Poultrymen 

Mr. Beck does not pretend to be do- 
ing the business of boom years, but he 
has been able to maintain a bank ac- 
count and to keep his head far enough 
above water to see which way to swim. 
He is a country miller in that Warsaw 
contains not over 600 inhabitants and 
the nearest large town is Coshocton 
with a population of only 11,000. At 
present the farmers in his 20 mile radius 
are largely poultrymen. There are good 
prospects of dairy developments since ¢ 
milk company is establishing a new con- 
densery in Coshocton. It will undoubt- 
edly mean better business for the mills. 

Mr. Beck’s biggest problem of the 
last four years has been one of educat- 
ing the farmers away from the folly of 
robbing Peter to pay Paul in their feed- 
ing. A farmer quits buying mashes. 
He is not dissatisfied but the price of 
eggs and poultry is flat and he has 
wheat and corn on hand. 

“T can’t possibly buy laying mash,” 
he says, “I've got to feed home grown 
stuff.” 


Beck’s Sales Argument 


Later he comes to Mr. Beck, who 
has read, studied, practiced, made com- 
parisons and deductions on _ feeding 
poultry until he knows his chickens and 
woefully relates that he is not getting 
results. 

“Well,” says Mr. Beck, “do you know 
that if you bring me 200 pounds of your 
wheat instead of feeding it to the chick- 
ens and take home for it 100 pounds of 
bran and 100 pounds of middlings you 
have 32 pounds of protein for your 
chickens instead of the 17 you have in 
your two hundred bushels of wheat? 
Try doing that a while.” 

Most farmers see the point. In this 
way Mr. Beck has put good feeding 
up against bad. 

Mr. Beck has successfully kept a 
large flock of White Leghorns for sev- 
eral years for demonstration purposes. 
He has become expert in diagnosing 
and treating poultry diseases. Entirely 
free of charge he has culled, de-wormed 
and serviced many a flock for custom- 
ers. Thus he has kept old customers. 
obtained some new ones and made 
friends of all of them. 


Paze Twenty 


In May, 1928, Mr. Beck adopted a 
new policy of cash sales which he has 
rigidly enforced. This probably 
done much toward saving the day for 
him during depression years. At that 


Y 


F. H. Beck and his husky son. 


time he had about $19,000 on the 
books. He cleaned it all up except a 
comparatively small amount which he 
signed off to “profit and loss”. 

“Did vou have the foresight to see 


OHIO 


A. E. Ramsey, veteran poultry judge 
and baby chick producer, has opened 


the Farmers Feed & Supply store, 
Urbana. 
Charles H. Hoffmeister and Floyd 


Hamilton, proprietors of the Buckeye 
eed Co., have taken over the Miami 
Milling Co., Hamilton. 

Nowak Milling Corp., Hammond, has 
opened the Domino feed warehouse at 
New Philadelphia. 

Ohio River Milling Co. has opened 
for business at Gallipolis. 

Dexter City feed mill, Dexter City 
has been purchased by Guy Young and 
Kelly Schau. 

Jacob Swartz, president, New Hamp- 
shire Grain Co., New Hampshire, died 
of a heart attack at his home in Waynes- 
field, December 12. 

Hanley Milling Co., Mansfield, has 
completed a new power plant. 


BIRTHDAY PARTY 


Igleheart Bros., Inc., Evansville, Ind.. 
celebrated their 77th anniversary with a 
Christmas party December 22, whic’ 
was attended by more than 300 officials 
and employees. Edgar A. Igleheart, re- 
cently elected president of the company 
was host. The firm operates. three 
plants in Evansville, one at Vincennes, 
Ind., one at Clarksville, Tenn., a blend- 
ing plant at Memphis, Tenn., a dis- 
tributing warehouse at Athens, Ga., and 
a Canadian plant at Windsor, Ont., in 
addition to elevators in southern Indi- 
ana and Illinois. 
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hard times coming and thus prepared 
yourself?” he was asked. 

“Well,” he answered, “I knew that 
such good times couldn't last forever. 
However, I would have adopted the 
cash basis anyhow and intend to stick 
to it in good or hard times.” 

It is this latter feature perhaps more 
than any other which is enabling Mr. 
Beck to stand on his feet now and to 
plan for better times which he sees 
ahead. 

Mill 100 Years Old 


The Beck miil is conservatively esti- 
mated to be about 100 years old. Wher 
the Beck family acquired it in 1895 it 
was a water power plant. With the 
abandonment of the Ohio canal, they 
changed it to a steam plant. In 191 
they changed to gas which they still 
tse for lack of high power current. 
Two years ago they installed a 16-incl 
hammer mill. They also have a batch 
mixer of 1,000 pounds capacity. 

Floors and joists of the building are 
of solid oak, the joists being 47 feet 
long. How old the trees must have 
been from which they were hewn! 

In addition to his mixed feeds and 
some commercial feeds, Mr. Beck makes 
three kinds of flour. There is strong 
promise of the mill passing on to the 
third generation, as Mr. Beck’s son, 
Raymond, now works for him. H. A. 
Clark makes the third member of the 
force. 


INDIANA 


Monticello feed and seed store, Mon- 
ticello, opened for business under the 
management of G. E. Dawson, Decem- 
ber 16. 

Reed Elevator Co. has leased a build- 
ing and opened a new feed and grain 
establishment at Decatur. 

Carman Supply Co. has opened for 
business at Lynn. Feed, seeds, grain 
and coal will be handled. 

Earl R. Behlmer has purchased the 
feed business formerly operated by 
Charles Brunner at Napoleon. 

John F. Daum has purchased the in- 
terest of his brother in the Plainfield 
mill, Plainfield. 

W. W. Pearson, Galveston, has sold 
his elevator to Bahler Bros., Remington. 

Dunreith Grain & Coal Co. have 
taken over the Acme feed mill, Spice- 
land, and the Dunreith elevator, Dun- 
reith. 

A. B. Martin has purchased the Hare 
feed mill, LaFontaine. 

John W. Hildebrand has purchased 
his father’s interest in the Elizabeth 
flour mill, Elizabeth. 

Willis A. Dobson, manager, Klondike 
Milling Co., Danville, died recently at 
the age of 72 years. 

Standard Elevator Co., Indianapolis. 
has bought the D. L. Brookie elevator, 
Monon. Frank Ayres is manager. 

Dailey feed store, Bristol, has been 
closed permanently due to the illness of 
the owner, C. C. Dailey. King & Sons, 
Bristol, have opened a feed business to 
take the place of Dailey’s store. 
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At NO TIME since the clouds gathered on 
the economic horizon has there been a 
brighter outlook for the feed trade. And in 
greeting the New Year permit us to face forward 
with you to the rising sun of a new era of pros- 
perity. May your share of abundance be bounti- 
ful and your health and happiness of the best. 


Cereal Grading Co. A. E. Jacobson Machine Wks. Inc. 
Grain Merchants Feed Grinders—Magnetic Separators 
Excelsior Milling Co. Midland Hay & Feed Co. 
Specialty Millfeeds Hay and Feed Merchants 
Farm Service Stores, Inc. Mullin & Dillon Co. 
Retail Feed Dealers Shippers of Feed Grains 
J. A. Forrest Reliance Feed Co. 
Mill Feed Merchant Millfeed Jobbers 
Walter Haertel Products Co. A. L. Stanchfield 
All Kinds of Feed Products Feeds—“Stand by Stan” 
Hiawatha Grain Co. The Strong-Scott Mfg. Co. 
Screenings and Feed Grains Feed Mill Equipment 
R. R. Howell & Co. E. S. Woodworth 
Mill Machinery and Supplies Pioneer Feed Man of the Northwest 


MINNEAPOLIS 
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National Federation Is Expecting 
Early Action on Code 


Manufacturers’ Hearing Set for January 18 


Te code committee of the Na- 
tional Federation of Feed Asso- 
ciations has compieted its study 

of the revised code submitted to 
them by C. H. Cochran, deputy agricul- 
tural adjustment administrator, on De- 
cember 5. Their recommendations have 
been compiled by David K. Steenbergh. 
secretary of the National Federation, 
and a complete report of the sugges- 
tions made has been sent to the mem- 
bers of the committee, who are E. C. 
Drever, Floyd Oles, V. A. Fogg and 
F. M. McIntyre. 

As soon as their reactions are re- 
ceived a bulletin report will be sub- 
mitted by the committee to the direc- 
tors of the National Federation and to 
the officers of all affiliated associations. 
Copies of the administration's revised 
code will be included in the report. If 
the code with the committee’s recom- 
mendations is favorably received by the 
feed industry, application for formal 
public hearing will be made. The offi- 
cers of the federation decided not to 
publish another complete code until it 
is in final form and ready for the formal 
hearing, in order to avoid confusion in 
the industry. 

Early Hearing Expected 

The date for formal hearing is set 
about 15 days after application is made 
and the hearing, therefore, on the feed 
code should be held some time in the 
latter part of January or early in Feb- 
ruary. 

“I feel that your group is so large 
and diversified,” writes Mr. Cochran. 
“that it would be a mistake to rush into 
2 public hearing without giving the dif- 
ferent elements a chance to consider the 
code carefully. I realize that there are 
difficulties of getting together and finan- 
cial difficulties, but feel that as long as 
it has taken so much time already to 
get going that all parties might as well 
take a few weeks longer and get off to 
a right start. I am thoroughly satis- 
fied that your code committee is valid 
and well represents the industry as a 
whole, and that your meeting last Au- 
gust was about as_ representative as 
could possibly be.” 


Hay and Straw Included 

Mr. Cochran enclosed some suggested 
amendments with his letter to cover 
the hay and straw business and is now 
corresponding with officers of the Na- 
tional Hay association in an effort to 
bring this group in under the feed code. 
“If feasible,” he advises, “would like to 
put them under the same code and the 
question of their representation in your 
code committee must be carefully con- 
sidered. There is a further uncertainty 
in the manner of disposition of the hay 
code. As you know, the National Hay 
association people seem to have some 
objection to federal standards. Just 
why, we do not know, but we expect 
it is more because of traditions and a 
desire to keep up their own inspection 
service than for any real objection to 
the standards themselves. The way that 
matter stands is that we have asked the 
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National Hay association to show us by 
correspondence or by conference just 
why they should not or can not come 
under federal standards.” 

The code committee is holding out 
for regulation of the itinerant trucker 
as it considers him to be the most seri- 
ous menace to the feed industry. It has 
repeatedly petitioned Washington to in- 
corporate some provision in the code 
which will include the trucker. Certain 
forms of trucking are perfectly legiti- 
mate, the committee holds, but when a 
truck enters into competition with a 
merchant of any kind, the merchant reg- 
ulated through process of law and the 
truck able to run wild, the dealer who 
has capital invested, who pays rent. 
taxes and employs help cannot be ex- 
pected to live up to the spirit of the 
NRA. 

The labor provisions of the code, as 
revised by the National Recovery ad- 
ministration, are now about ready and 
will be included in the report to be sent 
out to the affiliated associations. These 
provisions must he handled separately 
with the NRA but are not expected to 
cause any difficulty. 

Two Controversial Matters 

The question of whether the code will 
he handled by AAA or transferred over 
io NRA is still undetermined, pending 
the signing of a general presidential 
order, but Mr. Cochran advises that he 


believes the code will stay under the 
AAA. The code committee has re- 
quested specific information r°- 


gard to this as it does not wish to go 
tc Washington for the formal hearing 
until this point is definitely settled. 

Another controversial point in connec- 
tion with the code is whether or not 
small dealers in small towns will b 
exempt. As all feed dealers get thei 
business from the same _ farmers, it 
would be unfair to tie up the smaller 
percentage of the industry located in 
the larger centers under a code which 
would not apply to the smaller dealers 
and the small towns. 


Believes All Dealers Governed 

In response to a letter irom the code 
committee asking for a definite opinion 
Mr. Cochran advises as follows: “A: 
to the exemption in small towns, we 
haven’t yet been able to secure author- 
itative opinion on this but our belief 
right along has been that concerns in 
your industry, even though employing 
less than five persons and located in 
towns of less than 2.500 population ar» 
subject to an NRA code. We expect 
something even more definite on this in 
the near future and should there be any 
different opinion, will wire you.” 

The retail food code was signed by 
the President on December 30 and as 
soon as copies are available the code 
committee will study it carefully to see 
it there are any favorable provisio™ 
included which can be incorporated i: 
the feed code. 

Like any new and radical economic 
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change, it will take time to get the code. 
once approved, to function smoothly but 
industries now operating under codes 
are very well satisfied and find them 
valuable as business stabilizers after a 
few months of operation. It is taking 
the federation longer than it expected 
to get a code for the feed industry, but 
it wants a code that will really benefit 
the feed dealer and consequently it has 
gone carefully and cautiously forward. 


Keep the “Blue Eagle” 


Although the President is not em- 
powered to order an extension of the 
President's Reemployment Agreement 
because it was a voluntary contract 
entered into between employers and the 
President expiring December 31, 1933 
he invites every employer to join with 
him in an extension of this agreement 
for four months from January 1, 1934. 
in the belief that by the end of this 
period all codes will have been ap- 
proved. The federation feels that few 
firms could have any valid reason for 
not continuing to participate in this pat- 
riotic program and therefore urges all 
employers in the feed industry to con- 
tinue to use and display the Blue Eagle 
after January 1. 

The American Feed Manufacturers 
association will have its formal public 
hearing on January 18, at the Mayflower 
hotel, Washington, at 9:30 a. m. Their 
code has been revised and approved for 
formal hearing by the Agricultural Ad- 
justment administration and the Nation- 
al Recovery administration. Copies of 
the code have been sent to the members 
of the association and every manufac- 
turer has the privilege of objecting to 
wny part or all of the code at the forma! 
hearing. These objections may not be 
simply verbal, but must be submitted 
by brief or in written form outlining the 
sections objected to and showing how 
much sections should be rewritten to 
meet the wishes of the objector. 

The code of fair competition for the 
wheat flour milling industry will be 
given its formal public hearing on Janu- 
ary 15. Its trade practice provisions 
and administrative features are not much 
different from the corresponding pro- 
visions in the printed draft sent out to 
the trade on October 10. Extensive 
changes have been made in the pro- 
visions relating to minimum wages and 
maximum hours of labor, brought about 
partly by the efforts of its representa- 
tives. . 

The National Federation of Country 
Grain Elevator Associations had the for- 
mal hearing on its code on December 
20. It was suggested that its provisions 
he extended so as to include all persons 
who assemble and purchase farmers’ 
grain for resale or reshipment. These 
extensions would apply to the opera- 
tions of blowers, truckers and others. 
If this suggestion is approved and goes 
into the permanent form of their code. 
truckers, scoopers and grain blowers as 
well as the regular grain man will be 
included under their code, subject to 
the supervision of the supervisory body. 


CnHeck Tuese Facts... 


Then Use 


K E L L ? 
377 PROTEIN LINSEED MEAL 


KELLOGG'S 
Linseed Meals 


Should be ‘in the 


Regular Diet of ALL 
FARM ANIMALS 


I. 


HIGHEST QUALITY — You get the highest Pro- 
tein content obtainable, because KEL- 
LOGG’S is absolutely PURE Old Process Lin- 
seed Meal. The insoluble ash content is well 
under feed control official requirements, which 


is positive proof that there are no adulterants 
in KELLOGG’S 372%. 


UNIFORMITY —Bag for bag and ear for ear, 


every Shipment is always the same as to grind, 
texture and color. 


NEW SACKS—AIl KELLOGG’S Linseed Meal 
is loaded direct from packer to car—in a new 


sack. Nothing is left undone to give you 


quality right straight through. 


Why sell or use anything but the best, when it 
costs no more? You can depend upon— 


KELLOGG’S Pure Old Process 
37% Protein LINSEED MEAL 


Sold by 


SPENCER KELLOGG AND SONS 


SALES CORP’N 


368 New Chamber of Commerce, MINNEAPOLIS, MINN. 


Look for the KELLOGG trademark on every bag 
It’s your guarantee of purity and satisfaction 
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GEORGE M. PALMER, president of 


the Hubbard Milling Co., Mankato, 
Minn., was host recently to employees 
of his firm who gathered at his home 
tc honor him on his 80th birthday. 


GEORGE LA BUDDE,  LaBudde 
Feed & Grain Co., Milwaukee, returned 
recently from a week’s visit in the East 
where he visited the plant of the Health 
Products Corp., Newark, N. J., manu- 
facturers of Clo-trate, concentrated cod 
liver oil. 


LESLIE M. BROWN, manager, 
tarm feed division, National Oil Pro- 
ducts Co., Harrison, N. J., is at the 
Presbyterian hospital, Newark, N. J., re- 
covering from an attack of amoebic 
dysentery. His many friends wish him 
a speedy return to good health. 


Indiana Association to Meet 
January 25 and 26 


ODES affecting the members of 
the Indiana Grain Dealers asso- 
ciation will be discussed at the 
annual convention which is to be 
held by the organization in the Board 
of Trade building, Indianapolis, January 
25 and 26. = 
One of the feature speakers on the 
program will be Thomas Y. Wickham, 
Chicago, chairman of the grain com- 
mittee of national affairs, who will dis- 
cuss current movements and problems 
of the industry. 
C. A. Jackson, head of the Indiana 
gross income tax division, is also sched- 


OUR NEW DEAL 


standards of quality. 


I. 


Sterling Way. 


mixed feeds. 


UR NEW DEAL is for Feed Merchants who have 

not been making as much money as they would like, 

who have been looking for a way to meet the difficult com- 
petition offered by large chains, who are interested in help- 
ing themselves by serving customers to THEIR advantage. 


For 50 years Northrup, King & Co. have manufactured 
Sterling Feeds and processed Sterling Seeds. 
sold them you know they have always been and are today 


We are now offering YOU the opportunity of using that 
Feed and Seed experience in a new way. 


An opportunity to save your customers money, bring new 
people to your store, get an increased volume for your 
mixer and grinder, utilize fully your local grown feed 
materials, take advantage of our experience and buying 
power, advertising and printing service and build up a 
trade on UNIFORM TESTED MASHES mad: the 


Sterling Mash Balancer 
Sterling Mash Concentrate 414% 


(FOR POULTRY ONLY) 
Our cooperation in a seasonable sales program. 
An enlarged jobbing Department making it possible 
to furnish quickly anything and everything in the 
FEED and SEED line in truck loads, mixed or straight 
cars and at the RIGHT PRICES. 
A complete line of Sterling and Northland Brand 


A formulae service using our Balancers and Concentrates, 
each especially constructed for Poultry, Cattle and Hogs. 


Write, wire or telephone for prices 
on straight or mixed cars of 
Feed and Seed 


NorTHruP, KING & Co. 


MINNEAPOLIS 


If you have 


35% 
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uled to tell about taxes and how they 
are spent. 

George E. Booth, Chicago, president 
of the Grain & Feed Dealers National 
association, will attend the convention 
and is expected to give a brief address. 

Members of the association are 
anxiously awaiting President Roosevelt’s 
signature on the code for country ele- 
vators and it is hoped that the good 
news can be announced before or during 
the days the meeting is in progress. In 
the event that the code goes into effect 
previous to the convention attempts will 
be made to obtain an official of the AAA 
to interpret the provisions. 

The Indiana association now has in 
mind Frank A. Theis or a member of 
the code committee of the National Fed- 
eration of Country Elevator Associa- 
tions. A full day if necessary will be 
devoted to a discussion of the code. 

A portion of the program will also 
be devoted to a discussion of the 
changes in the standards of grading 
grain as proposed by the United States 
department of agriculture, and a speaker 
who will discuss feed dealers’ problems 
is to be obtained. 

The annual banquet will be held on 
the evening of January 25 in the dining 
room of the Board of Trade building. 
An appetizing dinner and entertainment 
are to be presented through the cour- 
tesy of members of the Board of Trade. 
Special arrangements are also being 
made for the wives of those who at- 
tend. 

“We are planning for a meeting which 
is going to he different from other 
meetings we have held,” Fred K. Sale. 
secretary of the association announces. 
“Every grain and feed man in Indiana 
is cordially invited to attend and we 
assure everyone that the time and ef- 
fort involved in coming to the conven- 
tion will be well repaid.” 


J. L. PAYETTE, Cohoes, N. Y., has 
built a large addition to his feed ware- 
house. 


R. OPSAL, Arcady Farms Milling 
Co., Chicago, spent the Christmas holli- 
days with his folks in Minneapolis. 


E. C. DREYER, Dreyer Commission 
Co., St. Louis, Mo., has been nomin- 
ated as president of the Merchants Ex- 
change for the ensuing year. Mr. Dreyer 
is also president of the National Federa- 
tion of Feed Associations, an organiza- 
tion formed last fall to prepare and pre- 
sent to the administration in Washing- 
ton a code of fair practices for the feed 
industry. 


COWAN IN NEW QUARTERS 

The northwestern office of Spencer 
Kellogg & Sons, Inc., and Spencer Kel- 
logg & Sons Sales Corp’n., has been 
moved from the Flour Exchange build- 
ing to 368 New Chamber of Commerce, 
Minneapolis, Minn. Complete new equip- 
ment has been installed and an invita- 
tion for the firm’s many friends to come 
in and inspect the new quarters has been 
issued by Harry G. Cowan, district 


manager. Spencer Kellogg & Sons are 
linseed crushers, with headquarters at 
Buffalo. 


Fi 
3. 
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Fights Cut Rate 
Competition 
With Regular 


Advertising 


pays but it’s still a big probiem to 

select the proper method of adver- 

tising so that it actually counts in 
the cash register. The R. G. Dodds 
feed store, Beaver Falls, Pa., has solved 
this question and what is even more im- 
portant has been able to prove it beyond 
a shadow of doubt. 

R. G. Dodds. owner of this store, is 
a strong believer in newspaper adver- 
tising with regular use of direct mail to 
back it up and during the ten-year period 
that he has been operating the store, he 
has spent several thousand dollars for 
aggressive publicity. 

“The success or failure of feed store 
advertising,” said Mr. Dodds, “depends 
largely on selecting a medium that real- 
ly goes into the homes of farmers, aud 
in this town we have a weekly paper 
with a large rural circulation that is 
read by a substantial majority of our 
prospective customers. This condition 
is true in most communities and I find 
that in addition to reaching the men I 
want to contact, the advertising rate is 
much lower than the average ‘urban’ 
paper can quote.” 


Checks Pulling Power 


The usual type of advertisement used 
by this store occupies a space two 
columns wide and is only three or four 
inches deep and by following this plan. 
Mr. Dodds is able to advertise frequent- 
ly at little cost. In order to check up 
on the pulling power of these ads, vari- 
ous types of coupons have been used 
and in one instance a slight error was 
made in quoting the price on a small 
stock of one type of feed. At least a 
score of new buyers appeared within a 
day or two as the result of this incident 
and besides making a number of new 
customers, it proved that advertising of 
this sort is thoroughly read. These 
tests were simply made to prove to al! 
concerned that farmers do pay atten- 
tion to advertising, and that the small 
weekly newspaper is the best advertis- 
ing bet for the feed dealer. 


Helps Battle Competition 

The copy employed often features a 
special line of feeds that are in particu- 
lar demand during the season at hand 
and the remainder of the ad stresses 
quality feeds at fair prices with numer- 
ous quotations. This store is faced with 
a great deal of cut rate competition and 
even though these latter outlets do some 
advertising Mr. Dodds finds that there 
are still many dairy and poultrymen 
who realize that absurdly low prices 
are deceiving. It is therefore of decided 
interest to note that newspaper adver- 
tising has been found to be a valuable 
weapon in counteracting the diificulties 
that are so prevalent with cut rate com- 
petition. 

To back up his newspaper advertising 


[= an old axiom that advertising 


campaign, Mr. Dodds makes liberal use 
of direct mail cards announcing the 
various lines that he handles and this 
system is important in helping to put 
the newspaper ads over in such excel- 
lent fashion. Here again, great care is 
exercised to see that only active feed 
prospects are kept on the mailing lists. 
“The reason this form of advertising is 
so often condemned,” Mr. Dodds _ re- 
marked, “is due to mailing lists that 


‘are full of ‘deadwood’ and consequently 


the dealer is spending good money to 
reach people who have moved away 
are poor credit risks or who are no 
longer purchasing any feed whatsoever. 
Postcards are very inexpensive and can 
carry almost any kind of selling copy 
desired.” 

Another big auestion is “Shall the 
dealer use so called high pressure meth- 
ods to increase sales after his adver- 
tising has attracted new customers into 
the store?” Mr. Dodds does not favor 
this idea at all, feeling that it hurts 
rather than helps business. 


Avoid Forced Sales 

“The usual type of high pressure sell- 
ing 1s out of place in a feed store,” he 
continued, “and while I feel it is advis- 
able to make suggestions to the pros- 
pective buyer in most cases, too 
much sales pressure will drive a buver 
away. It is far better to sell the new 
customer only what he can well afford 
at the moment.” 

Sidelines, too, are actively pushed 
and a nice profit is made from the sale 
of such lines as dog foods and rabbit 
feed. Owners and breeders of dogs and 
other pets are contacted beth by means 
of advertising and in person and a rea- 
sonable amount oi this business is thus 
obtained, Mr. Dodds reported In many 
communities these special items are not 
hacked up with any genuine selling ef- 
fort and as a result a live wire dealer 
can earn a nice extra profit without a 
large investment for stock or advertis- 
ing. 

Secretary of Association 

The success of this dealer’s publicity 
is undoubtedly due to his choice of the 
proper mediums and to the frank appeal 
to farmers in announcing somewhat 
higher prices than the cut-rate stores 
wdvertise. He openly tells them that 
here is a line of feeds that costs more 
and is proud to say it is worth al! it 
costs. 

Dodd’s feed store has been success- 
fully operated in Beaver Falls for the 
past 40 years and has been under the 
management of the present owner for 
the past ten years. The store enjoys 
a good location on one of the city's 
most busy streets and is convenient for 
buyers of all classes both trom the farm 
and city. Mr. Dodds is active in feed 
association work, being secretary of the 
Beaver County eed Dealers association, 
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L. F. Brown 


Secretary Again 


L. F. Brown, former secretary of the 
American Feed Manufacturers associa- 
tion, has been chosen as secretary of 
the newly organized Mineral Feed Man- 
ufacturers association with headquarters 
at Chicago. Other officers of the orga- 
nization are E. O. Moornian, Moorman 
Manufacturing Co., Quincy, IIl., presi- 
dent, and James H. Murphy, Murphy 
Products Co., Burlington, Wis., vice 
president. 


RITA ANN JAY was born on New 
Years day to Mr. and Mrs. A. V. Jay. 
Mr. Jay, who is manager of the Chicago 
offices of the National Oil Products Co. 
had been making a few bets with his 
friends in the trade that it would be a 
girl and it was. Rita weighed six 
pounds and five ounces upon arrival and 
both she and her mother are doing well. 


WISCONSIN 
Grantsburg Milling Co., Grantsburg, 
has been incorporated with a_ capital 


stock of $10,000 by F. Halsey Kraege. 
Lawrence FE. Hart, and William E. 
Torkelson, all of Madison. 

Harvey Zilliz, West Hill, has opened 
a feed store at Big Falls. 

Timme Bros., Inc., has been formed 
to operate a flour and feed mill at Lake 
Delton. The capital stock is $45,000 
and the interested parties are Herman, 
Otto and John Timme. 


MICHIGAN 

Harry B. Shaw feed mill, Cedar 
Springs, was recently damaged by fire 
with a loss estimated at $1,000. 

Rex Post, Lennon, is opening a feed 
department in connection with his im- 
plement business. 

William Withun & Sons, Capac, have 
Luilt a grain storage warehouse as an 
addition to their mill. 

Traverse City Milling Co., Traverse 
City, has made several improvements in 
its plant and added new machinery. 

G. E. Bursley Co., Springport, is ad- 
ding a new structure to its elevator to 
house feed grinding and mixing equip- 
ment. 

Harmon Clawson's feed ware- 
house, Ingalls, was recently destroyed 
by fire with a loss estimated at $15,000. 
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JOHN HARTMAN has sold his in- 
terest in the Hartman & Dotterer feed 
store, Bluffton, Ind., to his partner 
Henry Dotterer. The two men have 
been in business for the past 22 vears. 
Joseph Dotterer, son of the present 
owner, will be associated with his father 
in the business and the firm will oper- 


ate under the name Henry G. Dotterer 
& Son. 


NEW OATS FIRM 

The Des Moines Oats Products Co. 
has been formed at Des Moines, la. 
Officers of the company are Carl Rist- 
vedt, Ideal Milling Co., president; C. 
M. Stormes, Stormes Feed Co., secre- 
tary. Others interested in the business 
are A. E. Sargent, Sargent & Co., 
Arthur Ristvedt and James O. Wilson. 


CORNHAY WEAKLY NEWS 


The ladies of the Cornhay Helping 
Hand Society enjoyed a social swap on 
Friday evening. Everybody brought 
something they didn’t need. Many of 
the ladies were accompanied by their 
husbands. 

The editor of Cornhay Weakly News 
is on an indefinite leave of absence in 
Alaska, he having published an item 
last week telling of the wonderful col- 


Vitality Feeds 


FINEST QUALITY 
FEEDS 


A Complete 
Line of 


*» Made Right .. Priced Right .° 


If not sold in your town write 
for our agency proposition. 


Vitality Mills 
BOARD OF TRADE BLDG. 
CHICAGO 


Page Twenty-six 


THE FEED BAG—JANUARY, 1934 


lection of plants the banker’s wife had 
and when the article came out in the 
paper the “l” was missing from the 
plants. 

The Cornhay ladies charity ball was 
thrown into a panic when a nest of 
mice suddenly dropped out of Lem 
Perkins’ Santa Claus whiskers while he 
was distributing the presents. 


Ok 
WRONG MODEL 
3usiness Man: “Well, Miss Smith 


would you like to take a business trip 
with me next week?” 
Steno: “Say, I may be your type- 
writer but I’m not portable.” 
INTERESTING 
Nell: “Joe told me a story last night.” 
Flo: “Did he tell it well?” 
Nell: “Well, he held his audience.” 
* * * 


BLIND BAGGAGE 

Nervous Lady: “Please don’t drive so 
fast around the corners. You frighten 
me. 

Taxi Driver: “Aw, don't be. scairt. 
When we come to the corners just close 
your eyes like I do.” 

* * 
MIXED BARS 

Rural Band Leader: “All right, boys 
we'll play No. 7, The Stars and Stripes 
Forever.” 

First Cornetist: 
done playing it.” 


GOOD ADVICE 

A small boy was very much inter- 
ested in watching a bald headed man 
scratch the fringe of hair around the 
side of his head. The man kept at it 
so long that the boy finally leaned over 
and said in a loud whisper: “Say, Mister 
you'll never catch him that way. Why 
don’t you run him out in the open?” 

* * * 


INSTALLMENT CRAZY 
Teacher: “If your father could save 
a dollar a week for four weeks, what 
would he have?” 
Johnny: “A radio, a new suit, an ice- 
less refrigerator and a new set of fur- 
niture.” 


“Gosh! I just got 


The dictaphone is a valuable asset to 
any office. It never takes a man’s mind 
off his business by crossing its legs. 

* * 


AND HOW! 
Tourist: “What steps would you take 
if a lion suddenly came out of the 
forest?” 


Guide: “Long ones, sir, mighty long 
ones.” 
kok Ok 


FOR PROTECTION 

Prisoner: “Your Honor, I was 
intoxicated.” 

Judge: “But this officer says vou were 
trying to climb a lamp post.” 

Prisoner: was, Your TIonor. A 
couple of crocodiles were following me 
around and | don’t mind telling you 
they were getting on my nerves.” 


not 


\ Carefully Sifted for Feed Dealer Consumption /} 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Cash Paid for Ideas 


You must have some idea which you 
used with success to boost your busi- 


ness. Tell us about it in a brief letter. 
If we — your idea on this page 
we will send you a check for $3.00. o 
fancy writing required. 


Price Lists 


To increase the sale of feed to farm- 
ers we have found it a good idea to 
send them a weekly feed news letter 
listing the prices of our different feeds. 
Farmers as a result are informed of the 
current prices and this information re- 
ceived once a week makes them look 
forward to the letters and depend on 
the store which sends them. This idea 
has resulted in more customers and bet- 
ter business for us.—A. G. Hultquist, 
Lake Nebagamon, Wis. 


Old Pictures 


Every family album has at least one 
old picture that is interesting to peo- 
ple living in a community. Realizing 
this fact an Iowa dealer recently placed 
an announcement in his local paper re- 
questing customers to bring interesting 
photographs of bygone days to his store. 
He posted the pictures in the window 
with a typewritten slip attached giving 
the names and the time and place if an 
event was portrayed. The window at- 
tracted hundreds of persons and the 
dealer wisely tied up the exhibit with a 
display of feeds. Needless to say, his 
efforts in gathering and posting the gal- 
lery were well repaid by increasing 
sales. 


Selling Moral 


A discovery which emphasizes why it 
pays to push merchandise offered for 
sale recently came to light in Chetek, 
Wis. Members of the state department 
of agriculture and markets found, in one 
of the town’s trading places, two lamp 
chimneys filled with baking powder 
which were estimated to be more than 
50 years old. Not only is the baking 
powder now worthless, but the original 
investment and 6 per cent compound in- 
terest bring the cost of the original pro- 
duct to more than $2.00. In early days, 
the country storekeeper rarely pushed a 
sale and as a result the two lamp chim- 
neys full of baking powder were never 
sold but allowed to remain on the shelf 
for a half century. The baking powder 
was evidently packaged in the lamp 
chimneys as a special inducement for 
housewives who could use the glass con- 
tainer when they had emptied the con- 
tents. 


Thank You 


The only time many merchants think 
of their customers is when they owe a 
bill at the store. An Illinois dealer, 
however, decided that those who ended 
the year with their accounts fully paid 
were just as worthy of a _ three-cent 
stamp and a letter as those delinquent. 
He, therefore, sent them a letter which 
read in part as follows: 

“Dear Friend: 

“It is customary at the end of the 
year to send letters only to those who 
owe you money. But want you to know 
that we are thinking of those who have 
faithfully paid their bills as well. 

“Your account shows that you are 


fully paid up for the past year and we 
want to-thank you heartily for your 
business and prompt payments and as- 
sure you that we are ready to do every- 
thing in our power to make your trad- 
ing with our store both profitable and 
pleasant during the new year... .” 
The letter went a long way in mak- 
ing the customer feel that his business 
was appreciated and served as a strong 
inducement for him to continue paying 
cash for his purchases or remitting 
promptly when his account was due. 


Ice Pond 


A Wisconsin dealer who has a large 
vacant lot of low ground in the rear 
of the store flooded the premises and 
converted them into a skating rink for 
farm and city boys and girls. The par- 
ents, well pleased with the safe and 
thoughtful entertainment the dealer was 
providing for their children, rewarded 
him well with their business. 


Rural Schools 


An aggressive dealer in Michigan con- 
tacted the teachers of rural schools in 
his territory and asked if he might give 


a talk before the seventh and eighth 
grade agriculture classes on the func- 
tions of proteins, carbohydrates, fats, vi- 
tamins, etc., in the feeding of animals 
and chickens. His wish was willingly 
granted and empty bags of feed show- 
ing the analysis of the contents were 
used in the demonstration. The chil- 
dren took the story home to their par- 
ents and the dealer received many com- 
pliments for his efforts. The plan re- 
sulted in good advertising and natural- 
ly yielded additional business. 


Bird Houses 


Last spring an Eastern dealer in call- 
ing on customers in his territory noticed 
a large number of bird houses that farm 
boys had built in their spare time. He 
decided to hold a contest and award 
prizes in feed to those. who could build 
the best houses. The entries were dis- 
played in his window along with an 
array of bird seed and other products. 
The contest created interest throughout 
the territory and parents of the farm 
boys came to the feed store to see the 
exhibits, many of them making pur- 
chases from the dealer’s stock of dairy 
and poultry feeds. 


Eastern Federation Notes 


Schnurr & Wood, Delmar, N. Y.. 
have installed an attrition mill and other 
machinery to use in connection with 
their mixing equipment. They report 
an upturn in business and are optimis- 
tically predicting continued progress. 

OR 


A. C. Capron & Son, Boonville, N. Y., 
had a disastrous fire recently that to- 
tally destroyed their warehouse located 
near the railroad. The loss was heavy. 


* 


Many district meetings will be held 
during January and February in pre- 
paration for the operation of the re- 
covery code. Each association will ap- 
point delegates to the convention to be 
held at Syracuse, N. Y., February 23 
and 24. A special meeting of such dele- 
gates will be held during the conven- 
tion. 

Several district associations are out to 
make a record in attendance at the Syra- 
cuse convention. Their aim is to have 
every firm represented. There will be 
plenty of excitement as the convention 
draws near as the competition has al- 
ready become very keen. 


* * * 


“Business is looking up,” reported sev- 
eral retail merchants at the recent meet- 
ing of the Southeastern Pennsylvania 
association. ‘Best fall trade in history,” 
one boasted and in the small circle of 
dealers who heard him two others said 
that their fall business reached new high 
marks. Where’s the depression? 
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A membership drive will be conducted 
with a goal of enrolling every active 
dealer in the federation or an affiliated 
organization before the convention. The 
district associations are completing the 
arrangements and will have charge of 
the drive. It is probable that a recep- 
tion will be held for the new members 
following the banquet on February 23. 

*x* * * 


George Q. Moon & Co., Binghamton, 
N. Y., recently suffered a slight fire, 
caused by a defective motor. Damage 
was not serious and did not interfere 
with their business. 

*x* * * 

Fred M. McIntyre, president of the 
federation, recently spoke at a meeting 
of ‘the feed dealers of Franklin county 
held at Malone, N. Y. As a result a 
county association has been formed 
which is affiliated with the Eastern Fed- 
eration. 

* * * 

John O. Yeomans, Coxsackie Milling 
& Supply Corp., West Coxsackie, N. Y., 
is in California visiting his son who is 
a student at Leland Stanford university. 
He will be gone about six weeks. He 
was accompanied by Mrs. Yeomans. 


KASCO BOOKLET 
Kasco Mills, Inc., Waverly, N. Y., has 
just issued its new 1934 “Poultry Book.” 
It contains helpful instructions on the 
care, feeding and management of chick- 
en and turkey flocks and ten recipes for 
the housewife in which eggs are used. 
Copies will be gladly furnished to deal- 

ers by the company on request. 
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Vitamin G Proved Important 
For Growth of Chicks 


OULTRYMEN who have been 
P feeding milk have been on the 

right track without knowing the 

exact reasons. This is evident now 
from additional research that has been 
recently completed. A search, of course 
has been on for a number of years for 
a more economical source of vitamin G 
the growth vitamin. Scientists knew it 
was in the milk, but not until recently 
has it been shown just in what form 
of milk it could be found. 
- That milk sugar feed (dried cheese 
whey) is that source is evidenced from 
the careful work just reported by Cor- 
nell. Dr. L. C. Norris, A. T. Ringrose 
and Victor Heiman have proved that 
vitamin G is present in Kraco milk 
sugar feed, manufactured by the Kraft- 
Phenix Cheese Corp., Chicago, in the 
ratio of 1.5 to 1, or stated in other terms 
milk sugar feed contains 50 per cent 
more of the vitamin G factor than any 
other food concentrate used for commer- 
cial purposes. 

Vitamin G is a water soluble vitamin 
and, therefore, present in the liquid 
portion of milk products in equal quan- 
tities. The whey of American and Swiss 


Interior view of the nutrition laboratory 
at the Cornell agricultural experiment 
station where tests were conducted on 
vitamin G requirements of chicks. These 
experiments have been under way since 1929. 


cheese when dried into a powder is re- 
duced at the rate of 15 to 16 lbs. of 
liquid for 1 pound of powder. When 
skimmilk is reduced to a powder only 
10 to 11 Ibs. of liquid are required for 
1 pound of dry product. Since 5 per 
cent more liquid is required to make 
a pound of dried cheese whey than is 
required to make a pound of dried skim- 
milk there is 50 per cent more vitamin 
G in dried cheese whey than in a pound 
of skimmilk. 

Growth, hatchability and general 
health are directly dependent upon ade- 
quate vitamin G content in the ration. 
Work at Alabama showed a remarkable 
freedom from pullorum disease in those 
chicks that received a reasonable level 
of milk sugar feed. Also, the 70 per 
freedom from pullorum present in Kraco 
milk sugar feed provides a_ beneficial 
bacterial flora in the intestines of the 
chick. These lactic acid bacteria over- 
come the harmful bacteria in the lower 
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. .Note the contrast in these two birds used 
in a test at the Cornell experiment station. 
The one at the left received a ration con- 
taining sufficient vitamin G, while the one 
at the left received an insufficient amount. 
Both chicks were from the same hatch and 
representative of their respective groups. 


intestines of the birds adding to the liv- 
ability and health of the flock. Cornell 
experiments showed that the chicks re- 
ceiving adequate vitamin G content de- 
veloped and grew faster than those fed 
en deficient vitamin G mashes making 
a weight of about four times the de- 
ficient chicks at the age of eight weeks. 

This powdered concentrate of dried 
cheese whey mixes easily with all feed- 
stuffs and is, therefore, a commercially 
useful product. It has been used by 
many manufacturers of poultry mashes 
for a number of years and poultrymen 
feeding Kraco mixed mashes report in- 
creased hatchability, growth and health 
in their flocks. 


Donahue-Stratton Co. New 
Nopco Distributors 


Donahue-Stratton Co., Milwaukee, 
feed jobbers and one of the country’s 
largest grain firms, is now a distributor 
ef Nopco cod liver oils, according to 
an announcement by John W. Jouno, 
manager of the feed department. 

Nopco cod liver oils are manufactured 
by the National Oil Products Co., Har- 
rison, N. J., and include XX and its 
two companion straight oils, Nopco DD 
and Nopco EE. The Nopco organiza- 
tion has been a leader in supplying cod 
liver oils for the feed industry and it is 
estimated that Nopco is now fed by over 
650,000 poultrymen. 

John W. Jouno is one of the most 
widely known feed jobbers in the United 
States. He is now serving as secretary- 
treasurer of the National Feed Distribu- 
tors association and the past several 
years has been chairman of the Milwau- 
kee Grain & Stock Exchange commit- 
tee which provided entertainment at the 
annual conventions of the Central Re- 
tail Feed association. 

Complete stocks of Nopco cod liver 
oils are being maintained at Milwaukee 
by the Donahue-Stratton Co. and deal- 
ers who wish to pick up their require- 
iments by truck inay do so at the Atlas 
Storage Co., 708 West Virginia street. 
at the south end of the Sixth street 
viaduct. 


FRED ZINN, A. K. Zinn & Co., 
Battle Creek, Mich., left the first week 
in January for a rather extended trip 
to Porto Rico. 
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Dairy Leaders 


St. Lawrence county, N. Y., led all 
counties in the United States for quan- 
tity of milk produced in 1930, accord- 
ing to the bureau of census. Dodge 
county, Wis., ranked second and Dane. 
Wis., third. 

Comparative figures of the quantity 
and value of dairy products were given 
by the bureau of census for 100 leading 
counties. Although St. Lawrence was 
first in quantity it ranked second in 
value. Los Angeles, Cal., ranking 
fourth in volume, was first in value of 
products. 

Wisconsin placed 37 out of the 100 
leading counties; New York, 23; Cali- 
fornia, 10; Minnesota, 10; Pennsylvania, 
8; Illinois, 3; Iowa, Vermont and Wash- 
ington each 2, and Massachusetts, Mich- 
igan and New Jersey one each. 

The total number of gallons of milk 
produced by St. Lawrence, the winning 
county, was 56,238,937 with an esti- 
mated value of $11,807,114. Los Angeles 
county in California had 47,206,657 gal- 
lons with the leading value of $12,431,- 
525. The difference in values is the re- 
sult of the variation of market prices 
for dairy products in different localities. 

The total number of gallons produced 
in the United States for 1930 was 11,- 
052,023,357 and was valued at $1,818,- 
481,960. Value of poultry products for 
the entire United States for the same 
year was $1,446,994,181. 


Pacific Northwest Feed 
Men to Meet 


The Pacific Northwest Feed associa- 
tion will hold its annual convention, 
February 21 and 22. 

Although the place has not been se- 
lected Tacoma, Wash., appears to be 
favored by most of the members. The 
first day of the meeting will be occu- 
pied with a merchandising school to be 
conducted by G. A. Holland, advertis- 
ing manager, Allied Mills, Inc., Chicago. 
Mr. Holland is expected to reveal some 
real live sales plans for which he is 
noted in the industry and all dealers 
in the Pacific Northwest are urged to 
come to school for a day. 

Discussions on codes of trade prac- 
tices and the disposal of association busi- 
ness will occupy the second day. John 
G. Wilson, Puyallup, Wash., is in charge 
of the convention arrangements. 


Mutual Millers to Meet 
On January 17 


The Mutual Millers & Feed Dealers 
association will hold its winter conven- 
tion at the Hotel Buffalo, Buffalo, N. 
Y., January 17. 

The national code of fair competi- 
tion for the feed industry will be dis- 
cussed and current trade problems will 
be threshed out in round table fashion. 

Lewis Abbott, Hamburg, N. Y., sec- 
retary of the association, urges millers 
and feed dealers to attend and assures 
all that the program will be interesting 
and practical from start to finish. 
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Discusses 1934 Outlook 
For Feed Trade 


(Continued from Page Eighteen) 


when prices rise rapidly and when they 
fall rapidly. 

Another reason why farm product 
prices have fallen more than prices gen- 
erally since 1929 is that the American 
farmer has lost much of the foreign 
market which he enjoyed before 1929. 
From the fiscal year 1928-29 to the last 
fiscal year, ending June 30, 1933, the 
physical quantity of our agricultural 
products declined 28 per cent. In the 
last fiscal year our exports of grain and 
grain products stood 77 per cent below 
the year 1928-29 while our exports of 
livestock and livestock products were 38 
per cent below 1928-29. 

The first remedy, increasing the gen- 
eral price level, has been applied in part. 
Through the suspension of gold pay- 
ments, NRA activities and others, the 
general price level advanced 18 per cent 
from March to November of 1933. Farm 
product prices in the United States in 
this same length of time advanced 42 
per cent. Some of this advance in the 
price of farm products since March has 
undoubtedly been due to the advance in 
the general price level, but a part has 
also been due to natural causes. The 
weather was undoubtedly largely respon- 
sible for higher wheat and potato prices. 

What the future holds for the gen- 
eral price level it is impossible at this 
time to say. Instead of rising, the price 
level has fallen slightly in the last few 
weeks. In the third week of Decem- 
ber, prices were 1 per cent lower than 
in the corresponding week in November 


and the lowest since the third week in 
October. Any pronounced jesture in 
the direction of the issuance of paper 
money would undoubtedly be reflected 
in a higher price level and would tend 
tu increase the farmer’s purchasing 
power for awhile and thereby stimulate 
feed sales for raw material prices, in- 
cluding farm product prices which tend 
tc react more quickly to sudden changes 
in the general price level than finished 
product prices. This tendency for farm 
products to rise more quickly would 
of course, be counteracted if wage rates 
and therefore finished product prices 
were advanced as rapidly as products 
of the farm. 

While there is now some hesitation 
cn the part of prices to rise it is dif- 
ficult to avoid the conclusion that prices 
are destined sooner or later to rise. The 
main force now driving us in the direc- 
tion of higher prices is increasing pub- 
lic expenditures. Financial history shows 
that inflation or sudden rises in the 
price level of a country is usually caused 
by an unbalanced national budget. As 
the budget becomes unbalanced one of 
three things must happen: The govern- 
ment must borrow, that is, sell bonds, 
issue unsecured paper money, or in- 
crease taxes sufficiently to balance the 
tudget. The probabilities are that taxes 
will not be increased enough to balance 
the national budget in the near future. 
Either of the other two methods: The 
issuance of paper money, or the sale of 
government bonds on a broad scale is 
a definite step in the direction of in- 
creasing prices. 

Just how much or how fast the gen- 
eral price level will rise in the next 
twelve months it is impossible to say. 


is in the direction of 


The tendency 
higher prices and to the extent that 
this is reflected in higher farmer pur- 
it will tend toward in- 


creased feed sales. 

The other set of forces now in opera- 
tion which is of great interest to the 
farmer and to the feed dealer are those 
under AAA, which aim to increase the 
price of products to farmers through 
benefit payments and the reduction of 
agricultural output to the point where it 
more nearly corresponds with our do- 
mestic requirements. The plan has al- 
ready been applied to cotton, tobacco, 
and wheat, and has placed a consider- 
able amount of purchasing power in the 
hands of the producers of these pro- 
ducts, and gives some promise of cur- 
tailing to some extent the production 
of these crops. This plan is of interest 
to the feed merchant in so far as it 
places more purchasing power in the 
hands of farmers with which to buy 
feeds. To the extent, however, that it 
increases the prices which the feed mer- 
chant will have to pay for his feed in- 
gredients, it will be a factor in the other 
side of the equation, that is, in curtail- 
ing feed sales. 

The principal interest of feed mer- 
chants is in seeing the farm prices of 
livestock and livestock products _in- 
creased. Of the total tonnage of mixed 
feeds sold in Ohio during the four years 
ending with 1932, one-half was classi- 
fied as poultry feed and one-third as 
dairy feeds. Except for certain local 
marketing agreements and some fed- 
eral purchases of dairy and poultry pro- 
ducts, little has been done yet to in- 
crease the farm price of poultry and 
dairy products. 


OW PRODUCTS: 


® Onyx Dried Grains 


® Clinton Corn Gluten Feed ® Malt Sprouts 


@ All Grades of Grain 


207 E. MICHIGAN ST. 


Important Announcement 


@ We have been appointed as authorized distributors 
of NOPCO COD LIVER OILS and are in a posi- 


tion to supply you from our conveniently located 
warehouse at 708 W. Virginia St., Milwaukee. 


@ For Years Nopco Cod Liver Oil has been the leader 
in supplying poultrymen with Vitamins A and D. This 
product, so economical, so easy to use, so certain in re- 
sults, is now fed by over 650,000 poultrymen. 


@ Book your season’s requirements on NOPCO now. 


We Can Also Supply You With 


® Brewers Dried Grains 
® Corn:Oil Cake Meal ® Mill Feeds 


® Oil Meal 


DONAHUVE-STRATTON CO. 


MILWAUKEE, WISCONSIN 
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The fact that Farmers like 
RED ROSE POULTRY FEEDS 


means dollars to you 


Good will—built by 90 years of fair dealing with 
farmers, works mightily in favor of Eshelman 
dealers. Feeders know these good brands; they 
come back to you for new supplies year after year. 
Put in the Red Rose line for more profits. 


JOHN W. Cshelman & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA., CIRCLEVILLE, O 


<a] ‘‘All your needs in grain and feeds’’ |e 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 


BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Also Representing: 
THE HUBINGER COMPANY, Keokuk, Gluten 
VANDERSLICE-LYNDS Co., Milo and 
FAIRMONT CREAMERY CO Dried Buttermilk 
Oo RAI OMPANY, Philadelphia, Pa........... Blackstrap Molasses 
THREE MINUTE Co., Cedar 


100 


PURE 
R 


By Pitot Branp’s being best in quality, 
and by our telling poultrymen so in 


national advertising for more than 10 
years, we have built a decided preference 
for Prot Branp throughout the nation. 


It is highly profitable to sell quality, ad- 
vertised products. This is especially true 
of oyster shell, because Pitot BRAND is 
the standard of quality wherever oyster 
shell is used. 


Our nearest office for quotations. 


‘WE DO OUR PART 


OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London, Eng. 


PILOT BRAND 


OYSTER SHELL FLAKE 
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Action Window Displays 
Attract Business 


(Continued from Page Seventeen) 


them with the firm and its location. This 
dealer has personally watched many 
people stop in front of his store to watch 
the display and in some instances he 
has seen these same people walk into 
his store within a few days time to in- 
quire about a certain advertised feed or 
to ask his opinion regarding some feed- 
ing ration. 

Moving and motivated displays are in- 
expensive. Probably every feed display 
need not be of the action type but every 
one should be motivated to the extent 
of establishing some tie-up to prove the 
motive for using the feed. It is not suf- 
ficient to merely throw out a few sacks 
of feed for a show. People of today 
want facts and reasons. When a dis- 
play helps to show them how to use 
feed and why a particular type will pro- 
duce greater returns, this display is cer- 
tain of paving the way to sales. 


Champion Hogs Receive 
Armour Rations 


The grand championship for Hamp- 
shire carlot barrows at the International 
Livestock Exposition, Chicago, this year 
was won by the Cooke Valley farms 
near Eldred, III. 

During the growing period the pigs 
were kept on a ration consisting of shell 
corn and Purina Chow as a starting sup- 
plement for 60 days. Then, for a short 
time, they were switched to Trinity Mix- 
ture, consisting of two parts Armour’s 
Meat Meal Digester Tankage, one part 
ground alfalfa meal and one part oil 
meal. They were fed and finished over 
a period of four months on shell corn 
and Armour’s Meat Meal Digester Tank- 
age on alfalfa pasture. 

The high finish and excellent bloom 
on the hogs was attained by adding to 
this shell corn during the last six weeks 
Armour’s Dry Buttermilk and oil meal 
fed in a slop with ground oats and Ar- 
mour Tankage. ‘The exceptional quality 
and finish of these 289-pound hogs was 
the deciding factor in their winning the 
championship. 


IOWA 

Albert J. Brettman has purchased the 
J. A. Trumpower feed mill, Waverly. 

Don H. Maxwell, manager, Fort 
Dodge Distributing Co., Fort Dodge 
has purchased the feed firm there for- 
merly operated by the Nebraska Con- 
solidated Mills Co. 

R. O. Beadle has purchased the H. 
Bornhold elevator, Exira. 

Hopely Bros. elevator, 
recently destroyed by 
estimated at $5,000. 

Albia Roller Mills, Albia, is erecting 
a new feed storage warehouse. 

R. O. Dibb, Stanton, has purchased 
the Essex Mill & Elevator Co., Essex 
He plans to install feed grinding and 
mixing equipment and will handle a 
full line of ingredients. 

Sam Whiteman has taken over the 
Carpenter feed mill, Carpenter. 

Leary Grain Co., Minneapolis, has 
opened a branch office at Hawarden. 

E. L. Bruce & Son, Greene, are re- 
building their feed mill which was badly 
damaged by fire last August. 


Hopely, was 
fire with a loss 
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Clarence Moll Affiliates 
With Paetow Co. 


Clarence Moll, formerly manager of 
the feed department of the Froedtert 
Grain & Malting Co., Milwaukee, has 
become associated with the Paetow Co., 
Milwaukee. : 

He will manage the feed department 
there. Mr. Moll is well-known to the 
feed trade, having served with the 
Froedtert organization for several years 
before which time he was connected 
with the Franke Grain Co., Milwaukee. 

The Froedtert company has discon- 
tinued its grain and feed department 
because of the heavy burden placed 
upon the facilities of the organization 
by the rapidly increasing demand for 
its malt products. Realizing that under 
such conditions the firm could no longer 
maintain its excellent type of service to 
the grain and feed trade the manage- 
ment thought it best to discontinue these 
departments. The announcement was 
made with a great deal of regret, how- 
ever, because of the many pleasant as- 
sociations which Froedtert enjoyed. 

The Paetow Co., with which Mr. Moll 
is now associated, has offices in the 
Mitchell building adjoining the Milwau- 
kee Grain & Stock exchange and special- 
izes in feed and screenings. Elmer Pae- 
tow is president of the firm. 


Byrd’s Dogs Thriving 
On Purina Chows 


The impatient barking of Commander 
Richard E. Byrd’s dogs which is heard 
in regular broadcasts over the radio is 
probably prompted by their anticipation 
of a good helping of Purina Dog Chow 
which Byrd has taken with him on the 
strenuous expedition to the South pole. 

In the uninhabited Antarctic, dogs are 
the only dependable means of transpor- 
tation except airplane flying which is 
hazardous, although possible. The ex- 
pedition of 70 men will rely entirely 
upon the dogs to haul the food, fuel 
and shelter required to live in the barren 
blizzard-swept country. 

Admiral Byrd has taken 50 tons of 
Furina Dog Chow with him on the 
trip which is expected to last more than 
two years. Several radio messages from 
Byrd’s ship now bound on its journey 
report that the dogs are faring well on 
the food. Purina Dog Chow is com- 
plete in itself, no additional feeds be- 
ing required to keep the animals in good 
health, Purina Mills, St. Louis, the 
manufacturers, report. 


H. L. SILL, formerly manager of the 
Fort Dodge Flour & Feed Co., Fort 
Dodge, Ia.. has been appointed sales 
manager of the Nebraska Consolidated 
Mills Co. in Ohio, Indiana and Ken- 
a with headquarters in Cincinnati 
Ohio. 


PEKIN FARMERS GRAIN CO., 
Pekin, Ill, is rebuilding its elevator 
ee was destroyed by fire, Novem- 
ber 27. 


FARMERS UNION OIL CO.. 
Moorhead, Minn., has been incorporated 
to deal in feed, flour, oil, gasoline and 
other farm supplies. Incorporators are 
Theodore .Bekkerus, John Connely, C. 
U. Brantner and Oscar Christensen. 


FEED CONTROL REPORT 


A booklet containing the reports of 
the meeting of the Association of Ameri- 
can Feed Control Officials and general 
regulations, revised definitions and stan- 
dards of feedingstuffs is now off the 
press. Copies may be obtained by writ- 
ing L. E. Bopst, secretary, College Park, 


NEW YORK OFFICE 


King Midas Mill Co., Minneapolis. 
has opened its own offices in the Gray- 
bar building, New York, N. Y., having 
discontinued its brokerage representa- 
tion. J. A. Repetti has been placed in 
charge of the spring wheat and rye flour 
sales in the new quarters and David 
Wilson will direct the semolina distribu- 


Maryland, and enclosing 25 cents. tion. 


WE WISH THE ENTIRE INDUSTRY 


A Gappy, Gealthful and Prosperous 
New Year 


DREYER COMMISSION Co. 
ST. LOUIS, MO. KANSAS CITY, MO. 
‘*At It Since °9?’ 


MILLFEED CARLOTS or TRAINLOADS 


Specializing in Millfeed Futures Trading 


SUPERIOR BRANDS OF PEAT MOSS 


Uniform Quality - Consistently Reliable 
Quick Deliveries 


GET OUR QUOTATIONS 
_] GPM GARDEN PEAT MOSS [| JUSTRITE GARDEN PEAT MOSS 
(J) OKPL POULTRY LITTER’ [|] JUSTRITE POULTRY PEAT MOSS 


(| A&D STABLE BEDDING [|] JUSTRITE STABLE BEDDING 
SORBEX 


ATKINS & DURBROW, Inc. - 165-N John St., New York City 


Check brands and quantities interested in and get our prices by return mail 


Girt 


Ss You can increase your flour sales 


by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Pe 


Guaranteed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ATTRITION MILL FOR SALE 
32" Attrition for sale with 2- 
40 h. A. C. Motors, 220 —_e with magnetic 
and ear corn crush All in first 
class condition. GEHL BROS. MFG. CO., West 
Bend, Wis. 


FEED BUSINESS FOR SALE 


For sale or rent Feed 
yearly. Nocompetition. S.H. GORDEN 
«& § N, Alma Center, Wis. 


LE PAGE CUT ROLLS 


For Sale—2 pr. high 9 x 24 gaa 54 roller 
mill upper rolls Le Page cut—$95.00. ACOB- 

MACHINE WORKS, INC., 
inn. 


SALESMAN WANTED 
Sales Representative wanted calling on Dealer 
om to sell Binder Twine, Manila Rope and 
s. Liberal commissions. Address: ATLAS 
re DAGE COMPANY, Dayton, Ohio. 


KNOXVILLE FEED CO., Knox- 
ville, Ill., has been opened by Chester 
Sherman and Raymond Bennison. 


THOMAS WESOLOSKI has pur- 
chased the Knoxville Feed Co., Knox- 
ville, Ill. His brother, Clarence, has 
been appointed manager. 


STEPHL LABORATORIES 
Chemists 


Analysis of Grain and Feed 


1012 N. 3rd St. Milwaukee 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


National Oil Products 
Reorganizes Staff 


A general reorganization of the execu- 
tive department of the National Oil Pro- 
ducts Co., Harrison, N. J., has been an- 
nounced by C. P. Gulick, president of 
the company. 

Vice President J. H. Barton has been 
relieved of his duties as head of the 
farm feed department and is now gen- 
eral manager of the company, in charge 
of production and the physical proper- 
ties, including plants, warehouses and 
real estate. 

Secretary G. D. Davis has been ap- 
pointed general sales manager in charge 
of the sales of the industrial, farm feed 
and Admiracion departments. 


We Buy and Sell All Grades 
Used Burlap and Cotton 


BAGS 


Also Cotton Seamless Grain Bags 


Get our prices before 
buying or selling 


Goldwyn Bag Co. 


1010 W. St. Paul Ave. MILWAUKEE 


Treasurer Ralph Wechsler has been 
relieved of many commercial duties in 
order to permit him to concentrate on 
his work as technical director of the 
company. He retains the general su- 
pervision of the Vitex department. 


HAGERMAN MILL, Towanda, 
Penn., was completely destroyed in a 
recent fire. 


J. P. SCHISSEL & SON have pur- 
chased the J. S. Schaefer elevator and 


_ coal business, Adams, Minn. 


FARMERS UNION Elevator Co., 
Harper, Ia., is reported to be going out 
of business. 


Two Points 
€ 


where dealers can pick up ton lots 
of feed at rock bottom prices are the 
two Feed one Inc. warehouses 
ILWAUKEE (3328 W. 

eron Ave.) and WEST ALLIS 
Cea? S. 83rd St.). 


Armours Meat Scraps 
Alfalfa Meal . Dried Milk 
Charcoal . Pearl Grit 
Coca Mola 


FEED SUPPLIES INC. 


505 Chamber of Commerce, Milwaukee 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE | 


Prices Right—Service Prompt 
TRY US. 


Telephone 
AT-4596 


ONCRETE 


Elevator Company 


E. S. WOODWORTH, President 


Wholesale Dealers 
In All Kinds of 


GRAIN & FEED 


951-952 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Solicits Your Orders 


anity kair 


Flour 


MILLERS 
hey are profita 
Mother’s Best Flour ADTKE ORTSCH 
Made Right and Priced Right. R BROS. & 
FRANKE GRAIN CO ine and iti fed ed do) LITHOGRAP 
i linge), and Billie feed (red dog). LITHOGRAPHERS 
BINDERS 
GRAIN AND FEED Cannon Valley Milling Co. 


usiness 
expands with 


Printed messages 
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LaBudde Feed & Grain Co. 
Takes on Clo-trate 


LaBudde Feed & Grain Co., well- 
known jobbers of millfeeds and distribu- 
tor of specialty products to the feed 
industry, with headquarters in Milwau- 
kee, has been appointed to distribute 
Clo-trate concentrated cod liver oil and 
Arctic cod liver oil for the Health Pro- 
ducts Corp., Newark, N. J., according 
to an announcement by W. R. Cassell, 
director of the special markets division. 


Established in 1921, the LaBudde com- 
pany has gradually expanded and now 
maintains offices at Milwaukee, Cedar 
Rapids and Algona, Ia., as well as com- 
bining with the Dadmun interests in 
organizing and operating Feed Supplies, 
Inc. with wholesale warehouses at four 
stations. 


The president of the company, Ed- 
ward LaBudde, has been associated with 
the feed industry for nearly a third of 
a century. He is at present serving as 
president of the Milwaukee Grain & 
Stock Exchange. 


The secretary and treasurer of the 
company, LeRoy LaBudde, is_ recog- 
nized as an outstanding merchandiser, 
having been a leader in successfully 
promoting many new ideas and new 
products of value to the feed industry. 


H. S. AUSTRIAN, president of Vi- 
tality Mills, Chicago, arrived in Cali- 
fernia Christmas day from where he is 
expected to return to his offices by the 
middle of January. Mr. Austrian had 
treviously visited Cuba and Panama. 


NICOLLET 
“HOTEL: 


the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
wantof an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable Rest- 
ful beds. - 


Moderataly Re 
fant and Coffee Shop. 


Pecos Valley Alfalfa Mill 
NLM. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


MYLES 
LOUISIANA SALT 


*‘‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
| and is guaranteed not to 

harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa. 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange. 
St. Louis, Mo. 


Mixed Cars 


Quick Turnover 


3 


Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for GE 
Booklets way 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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Hail to Better Year 


Confidence, 
as we have’ gone 
New Hope through, and which Winning 
has been in the mak- Friends 
Prevails ing for the past 12 
years, cannot be en- An Asset 
us peur within 
s a a few months or even The ability to form 
years. The govern-|friendships, to make 


hope and confidence 
by the American peo- 
ple than 1934. Surely, 
every business man in 
the United States will 
welcome it with a 
spirit of greater cheer 
and hopefulness than 
he has been able to 
conjure in the past 
few years. 


There is every indi- 
cation that the new 
year just dawning will 
see a great uplift of 
our industrial and eco- 
nomic life. The main 
thing for every man 
and woman to do 
during the next 12 
months is to uphold 
the government in its 
heroic attempt to 
bring about the re- 
habilitation of the 
country and to set 
the wheels of industry 
once more busily turn- 
ing. 

A depression such 


ment’s plan for com- 
plete recovery wi!l no 
doubt involve some 
errors, but these surely 
will be eventually rem- 
edied, and the para- 
mount issue at the 
change of the year is 
a willingness and forti- 
tude on the part of 
each and every one of 
our citizens to follow 
our leaders. 

Every man and wo- 
man imbued with the 
real love of this great 
nation of ours has 
every reason to once 
more put his or her 
whole faith in the big- 
ness and fineness of 
the United States and 
thus smilingly and 
confidently, and in 
the true sense of the 
word, wish each other 
a Happy and Pros- 


perous New Year. 


people believe in you 
and trust you is one 
of the few absolutely 
fundamental qualities 
of success. 

Selling, buying, ne- 
gotiating are so much 
smoother and_ easier 
when the parties en- 
joy each other’s con- 
fidence. 


The man who can 
make friends quickl 
will find that he will 
glide instead of stum- 
ble through life. 


COMPETITION 


Fond Mother: ‘* My 
son, do you think that 
chorus girl is the rignt 
sort? Do you think 
you could bring her 
home and introduce 
her to me and your 
sister?”’ 

Son: “Sure, but I'd 
hate to trust the old 
man with her.’”’ 


Published Monthly by The Riebs Co., Milwaukee 


onkeys and the 
Whether we like the new code or not it is here. The effect 


it will have on your business will depend on how you help 
your customers meet the new situation. This is no time to 
sell just any feed that comes in a bag. What’s inside the 
bag is the thing that counts most right now. Advise your 
ee to cull flocks carefully and drive home the fact 
that— 


Larger Eggs Call for Quality Feeds 


Conkeys dealers have the greatest opportunity they have 
had in the past several years. Here’s why—the quality of 
Conkeys Feeds has not been lowered—although the price 
has been so far as possible. And in every bag there is this 
added value—not to be found in any other feed at any 
price— 


Conkeys Feeds—Vitalized with Y-O 


Y-O brings the poultryman the valuable vita- 

mins B and G of Brewers’ Yeast and the Vita- 

mins A and D of Cod Liver Oil. They truly 

‘“‘vitalize’’ the feed—and show the very definite 

result in larger, better eggs, stronger, healthier 

chicks (free from leg weakness), rapid growth, 

early maturity and increased egg yields. For 

a successful 1934 push: 

—Conkeys All Mash Chick Ration with Y-O 

—Conkeys Gecco Egg Mash with Y-O for 
Laying Hens 

—Conkeys 32% Supplement with Y-O to 
be fed with Home Grown Grains 

—Conkeys Original Buttermilk Starting 
Feed with Y-O 

—Conkeys Y-O (Yeast and Cod Liver Oil) 
to feed with any other ration 

—Also Conkeys Nikala Worm Tablets and 
other Remedies 


The G. E. Conkey Co., 6761 Broadway, Cleveland, O. 


Mills: Cleveland,O., Toledo, O., Nebraska City, Nebr., Dallas, Tex. 


L3efece Yeu Register 


Your 1934 


jodine 


This seal on your feeds or 

ingredients enables you 
to tie in with The Iodine 
Educational Bureau's Na- 
tional and State Farm Paper 
advertising reaching over 
5% million farmers and 
poultrymen. 


formulas 


FEED FORMULAS 


Read this 
Iodine 
Portfolio 


Present Day Facts By 
Leading Nutritionalists 
Out-Date Many Feed 
Formulas of Yesteryear 


._. The demands made on your 
, feeds and feed ingredients are 
greater than ever before. 


If your customers are to make money 
during 1934 on their livestock and 
poultry, your feed formulas must 
be perfectly balanced to eliminate 
waste and to step up Egg Produc- 
tion, increase Milk Flow, make more 
Meat, and improve the health of 
Livestock and Poultry. 


Be sure that the feed formulas you 
register will do all this. Learn more 
about Iodine—its need and its bene- 
fits in feeds and feeding. Send for 
the free Iodine Portfolio now. 


ws 


IODINE EDUCATIONAL BUREAU, INC. 
120 Broadway, New York City, N. Y. FB-1/34 


Please send your free portfolio ‘‘Why 
Feed Formulas Require Iodine’’. 


Name.... 


City or Town _.. 


“the smoothest running 
separator ever built’ 


EUREKA STANDARDIZED 
Four-Sereen Separator with 


EUREKA BUHLER DRIVE 


HoweEsS Co.. Ine. 
SILVER CREEK, NEW YORK 
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No matter how much 
Vitamin you 


mix feeds... 
ABUNDANT 


NEED 


co any poultry mash you have. 
Add as much Vitamin D as you wish. 
You will still find that an abundant sup- 
ply of Vitamin A* is needed if your feed 
is to produce the best results. 


Repeated tests have proved that Vitamin 
A not only helps to build resistance to in- 
fection but also that it produces heavier, 
stronger, and healthier birds when com- 
bined with Vitamin D as found in cod 
liver oil. 


CLO-TRATE is a concentrated cod liver 
oil, made by a process which concentrates 
both Vitamins A and D in the same natur- 


al combination as they are found in cod 
liver oil. 


In its highly concentrated form CLO- 
TRATE insures better utilization of the 
vitamins than straight oil because less oil 
(fats) need be added to the feed when 
CLO-TRATE is used. CLO-TRATE 
mixes readily with any feed and is most 
economical to use. Write today for 
further information and quotations. 


*“True’’ Vitamin A as found in cod liver 
oil, not the caratinoid substance found in 
yellow corn and commonly referred to as 


* Vitamin A. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


Chicago 


Newark, N. J. 


San Francisco 


CLO-TRATE 


Reg. U. S. Pat. Off, 


CONCENTRATED COD LIVER OIL 


| 
tune in on 
white’s cod Liver oil 
concentrate Radio program 
par-* Days & Nights 
Every sunday 2 P- M. 
E. s. T. 
n. Biue Network 
al 
WE DO OUR PART 
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Gets Results For Its Dealers! 


The proven King Midas policy of 
concentrating advertising effort to 
local markets where King Midas is 
sold, through established and exclu- 
sive dealers, has made King Midas 
the fastest selling flour in Wiscon- 
sin. King Midas has steadily and 
surely gained in favor as the leading 
flour with many of Wisconsin's 
outstanding flour dealers for more 


than 20 years. 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


MINNEAPOLIS, MINNESOTA. 


GOLDER TOUCH 
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